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TOTAL INSURANCE IN FORCE AT THE END OF 1951 


$3,134,000,000 


: ; : INCOME FOR THE YEAR. ........ $186,000,000 
Climaxing a long period of sound prog- Includes premium receipts of $116 millions, 


* ° : investment earnings of $44 millions, and $26 
ress, during which the Company’s insur- aiinaata aah ce eaanaie 
ance in force has considerably more than PAYMENTS TO POLICYHOLDERS ..... 67,000,000 
doubled 195 1’s sales of $336 millions and beneficiaries, exclusive of 1951 dividends. 
> 
marked a new production peak in the long SET ASIDE FOR 1952 DIVIDENDS .... 17,000,000 


an increase of $1 million over last year. 
history of the Company. 


Five major factors contributed to this RESOURCES. .............. $1,254,000,000 

: j : , F Pe 
13% increase over 1950: (1) high calibre of Se eniaNe oF GOR eRe 75 

field ti (2) cacdibdadecs OBLIGATIONS. ..........+.+.4+ 1,167,000,000 
Cee eee Sayer is TOTAL SURPLUS FUNDS ......... 87,000,060 
the product they have to sell, (3) compre- incedes vobmntary iwvestment fctvation fund 

° oe ° of $19 millions 
hensive training program, (4) effective 

adh - : COPY OF COMPLETE REPORT WILL BE SENT ON REQUEST 
advertising and selling aids, and (5) team- 
Securities carried at $275,000 in the above Some statement 

work between home office and field. are deposited with States as required by law. 
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HIGHLIGHTS OF OUR 106th YEAR 


@ New Insurance — $257,446,165 ....cccccccccccccece 


@ Insurance in Force — $2,273,170,774 .. 


. Up $15,810,188 over 1950 


ite wie ik.g Up $161,474,698 over 1950 


@ Reserves for 1952 Dividends — $13,305,000 .......... Up $1,125,000 over 1950 


@ Paid to Policyowners and Beneficiaries — $68,984,837 .... Up $4,394,549 over 1950 


@ Total Income — $138,606,349 ...... cc ccc cece eee eee Up $7,500,534 over 1950 
@ Total Assets — $888,351,139 ..... NOR pease eo ade Up $51,151,717 over 1950 
eR EI none. Scines dates sy casas Up $2,520,313 over 1950 
@ Net Interest Rate Earned before Federal Income Tax, 3.68% ........ after, 3.52% 


@ Interest on Dividend Accumulations ..3%.. Interest on Settlement Incomes ..3.25% 


Here are reasons for the rapid growth of 
the Company’s business: 


1. Exceptionally wide range of plans for all ages — 
ages 0-70; broad limits up to $250,000. 


2. A variety of liberal income settlement options — 
available to both individuals and corporations. 


3. An agency force well qualified by training and 
experience — to fit the various plans of insurance and 
income settlements to the needs of the individual. 


4. Low cost of benefits — made possible by five dividend 
increases to both old and new policyowners since 1943. 


5. The Company’s sound financial condition. 





NEW LIFE INSURANCE SALES... MILLIONS OF DOLLARS 


$257.4 
$241.6 


$211.0 


$205.5 
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N.Y. Senate Votes 
Down Department's 
Section 213 Bill 


But Administration Seeks 
to Get Penalty Provision 
Through Another Measure 


ALBANY — The long-form Condon 
bill, which would effect on a limited 
scale some of the revisions that the 
companies and agents have been seeking 
in the New York expense limitation 
statute, was defeated Monday night by 
a narrow margin in the senate. Sen. 
Condon, chairman of the joint committee 
handling the revision of section 213, in- 
formed Spencer L. McCarty, executive 
secretary of the New York State Assn. 
of Life Underwriters, that he con- 
sidered the measure dead. _ 

A companion bill passed in the as- 
sembly but in view of the senate action 
it is not believed likely that any attempt 
will be made to get it through the 
senate. 

However, Senator Condon and Insur- 
ance Superintendent Bohlinger are try- 
ing to get enacted an amended version 
of the so-called short-form Condon bill, 
the amendments being provisions for 
uniform allocation of accounts and a 
type of penalty provision that Mr. 
Bohlinger particularly wants. Both these 
are objectionable from a company 
standpoint. The bill's original purpose 
was to extend the 1948 emergency re- 
lief provisions that would otherwise run 
out this year. 


Ends in 1953 ‘ 


The bill originally extended the re- 
lief provision to 1956 but this was cut 
to 1953, thereby assuring action next 
year. This change was to the liking of 
the companies and agents. However, 
rather than accept the objectionable 
alocation and penalty provisions the 
companies would prefer to get along 
without the relief extension. 

Insurance leaders close to the legisla- 
tive situation believe the same legislators 
who voted against the long-form Con- 
don bill will vote against the short 
form for the same reasons—that is it 
is last-minute hastly drawn legislation, 
unexplored by public hearings. The vote 
will probably be Monday. The legisla- 
ture’s present plan is to adjourn 
Wednesday or Thursday. 

It appears hardly likely that a bill can 
e gotten through that would merely 
extend the relief provisions for another 
year but without such legislation the 
companies needing relief would not be 
too badly off. The present relief legisla- 
tion takes care of them through this 
year and if legislation is enacted in 1953 
it can be drawn to take care of the situa- 
tion from Jan. 1, 1953, onward. 

A separate bill has been introduced 
totake care of a special expense limita- 
tion affecting Connecticut General Life 
and it is believed this will go through 
without any hitch. 


NEW YORK — The Life Insurance 
Assn. of America and American Life 
Convention and the New York State 
Life Underwriters Assn. have issued 
Statements strongly condemning the 
Condon and Dwyer companion bills in- 
troduced in the New York senate and 
assembly, respectively, embodying the 
New York department’s ideas of how 
the expense limitation statute should be 


Await Outcome 


of State Farm 
NLRB Case 


Insurance Allied Workers Organizing 
Committee-CIO attempted to organize 
the California agents of the State Farm 
companies of Bloomington, IIl., and 
asked that IAWOC be certified as the 
bargaining agent of the State Farm 
agents. 

The State Farm management declined 
to consent to an election and a hearing 
was held at San Francisco and the mat- 
ter is now pending before NLRB at 
Washington. 

The outcome of this case is being 
watched with great interest. There are 
indications that there are union-minded 
elements in this business that would try 
to fan sentiment for organizing ordinary 
agents on an ambitious scale from any 
decision in this case that favored the 
union position. 

While Equitable Society agents are 
said to be the CIO’s next target, lead- 
ers in the company’s agents association 
have indicated they would prefer to 
operate as an independent collective 
bargaining agency rather than affiliating 
with any union. 


Busy WSB Makes 
Health and Welfare 


Screening Goals 


WASHINGTON—WSSB reports that 
through March 7 it had received 4,481 
report forms under its health and wel- 
fare plans regulation. All were screened 
by the staff and either approved under 
regulation criteria, or forwarded to the 
tripartite health and welfare committee 
to consider cases involving provisions 
exceeding those criteria. 

The board said its staff has met its 
goal of 10-days for screening reports 
and petitions under the regulation. The 
health and welfare committee has acted 
on 150 cases falling outside regulation 
criteria. It is considering new opera- 
tion procedures to reduce the backlog of 
cases awaiting its consideration, which 
numbered about 900 March 8. 





Debt Management Discussed 


WASHINGTON — A delegation of 
life insurance executives including Carrol 
M. Shanks, president of Prudential, dis- 
cussed debt management problems with 
Treasury department officials at a con- 
ference here. 








revised. The L.I.A.-A.L.C. statement 
declares that the bill should be defeated 
for these reasons: 

1. It was neither discussed with nor 
seen by any representative of the life 
insurance business before introduction. 

2. Such liberalizations as it permits 
would benefit primarily the general 
agent or a new trainee rather than the 
present personal producers. 

3. It adds further unsound principles 
and more complexity to the present law 
and its enactment would only make a 
proper revision of the law more difficult 
later. 

4. It does nothing toward solving the 
problems peculiar to small companies. 

5. It contains an unfair penalty pro- 
vision, applicable to companies and 
agents alike, and an unreasonable pro- 
vision by which the superintendent could 
tell the foreign as well as domestic com- 
panies how to do their accounting. 

The statement goes on to say: “Super- 
intendent Bohlinger with apparent ad- 
ministration support, has blocked the 
introduction of the article IX-F bill. 
This had been developed after three 
years’ study by the McLain committee 
and after negotiations with department 
staff and agreement with them on all but 
the penalty and uniform expense allo- 
cation provisions. 

“Status quo should be preserved while 
further attempts are made to reach 
agreement by next year.” 

This can be done, the statement con- 
tinues, by enactment of the so-called 
short-form Condon bill, which would 
amend the emergency relief provisions 


of 1948, which otherwise expire this 
year. However, the companies’ and state 
life underwriters association’s approval 
of this measure is conditioned on its be- 
ing amended to expire in 1953 instead 
of 1956, as drafted. 

The companies’ statement points out 
that for a long time agents have object- 
ed to the present law because its com- 
plicated provisions and overlapping lim- 
its make it difficult or impossible to 
determine what is the actual limit on 
agents’ compensation and because it has 
restricted increases in compensation and 
security benefits to which the agents 
feel they are entitled under current con- 
ditions. 

“The bill does nothing whatever to- 
ward meeting the first objection and 
does nothing directly toward meeting 
the second,” the statement continues. 
“Some payments to new agents in train- 
ing status and to general agents as first- 
year overriding commissions would be 
permitted outside the basic limits of the 
statute and the effect of this combined 
with the overlapping limits of the law 
would operate to permit indirectly some 
increases in agents compensation by 
some companies. 

“The effect would fall with great un- 
evenness among the companies and of 
course a separate treatment of first-year 
overriding commissions to general 
agents would not help agents of branch 
manager companies at all. This is cer- 
tainly a strange, devious and entirely 
faulty way of accomplishing the objec- 
tive of permitting agents to receive more 

(CONTINUED ON PAGE 24) 








LAST MINUTE NEWS 





Manual Gelles, former associate actuary of Mutual Life, is joining New York 


Life as an executive assistant: 


Southwestern Life has promoted Archie D. Harder to vice-president and .con- 
troller; Leon W. Ellsworth, to 2nd vice-president in charge of methods and 
planning; Clarence C. Lane to 2nd vice-president and supervisor of agencies; 
Claude Biles to assistant secretary, and William L. Griffieth to assistant secretary. 


Robert J. Vane, 59, authority in the fields of accident statistics and occupational 
and industrial accidents and for many years with Metropolitan Life’s statistical 
bureau, died suddenly at his home at Jamaica, L. I. 


Hilton Campbell has been advanced from assistant secretary and office man- 
ager to secretary by Republic National Life. G. T. Delahunty, manager of the 
claim department, and A. P. Dowlen, manager of the A. & H. department, have 
been given the additional title of assistant vice-presidents. 


Charles F. Hobbs, 79, president of American Home Life of ‘Topeka since 
1950, ‘who served as Kansas commissioner 1929-47, died at Topeka. 


Relocation of N.A.L.U. 
Headquarters Will 
Be Midyear Concern 


Washington Agents 
Bow Out: Strong 
Push by Indianapolis 


The question of relocation in another 
city of National Assn. of Life Under- 
writers headquarters has been referred 
from the special committee on the sub- 
ject to the executive committee of the 
association, which will probably give 
thorough consideration to the question 
at the N.A.L.U. midyear meeting in 
Chicago. 

At Washington, D. C., a location 
which has been strongly advocated by 
some for the headquarters, a committee 
of the District of Columbia association 
headed by McKey Smith, Jefferson 
Standard, has recommended to N.A.- 
L.U. against moving headquarters, as 
a unit to washington. The committee 
recommends that N.A.L.U. have a high- 
level representative, preferably an at- 
torney, to handle legislative and de- 
partmental matters located permanently 
in Washington with secretarial help. 
But the committee has concluded that, 
despite the high rent paid in midtown 
New York City, that rent or purchase 
of a suitable building in Washington 
for national headquarters would be 
heavily burdensome. They contend that 
moving of the N.A.L.U. office force to 
Washington would entail a lot of ex- 
pense, trouble and complications of a 
personal and financial nature. Coch- 
ran Fisher, Aetna Life will present these 
findings at the midyear meeting. 

Among propositions understood to be 
under consideration is a detailed plan 
submitted by the Indianapolis associa- 
tion to have N.A.L.U. headquarters 
moved there. The Indianapolis group 
has prepared a complete presentation, 
setting forth the geographical advan- 
tages, together with welcoming letters 
from the mayor, governor, chamber of 
commerce, board of trade and other 
civic organizations. These plans include 
specific proposals from contractors and 
real estate men on prices for exist- 
ing or newly-constructed facilities and 
tentative commitments from at least 
one bank on financing. 





Metropolitan Conn., Ohio 
Agents Vote Against Union 


In recent elections Metropolitan Life 
agents in Connecticut and Ohio voted 
by decisive majorities against union rep- 
resentation. ‘ 

The results of the Connecticut elec- 
tion showed 234 voting “no union” as 
compared with 187 favoring representa- 
tion by the Insurance & Allied Workers 
Organizing Committee, C.1.0. In the 
Ohio election the “no union” vote was 
even more decisive — 495 agents voting 
against union representation as opposed 
to 291 for the IAWOC. 





Bermuda Calls Pestal Qualifiers 


Postal Life top qualifiers embark this 
week for a week’s cruise and outing at 
Bermuda. Conventionaires are all high 
men in the company’s 18 month drive 
during which more than $22 million of 
new business was paid for. 
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Figures from Companies’ Year-End Statements 


Shown 



















Increase Surplus to New Ins. in 
Total i Policy- Bus. Force Dec. 
Assets holders 1951 31, 1951 
$ $ $ 
Beporicanm Dats... 6o00v0<ens 364,158,407 49,405,765 2,361,946,715 
Atlantic Life, Va. 82 268,614,795 





Constitution, Cal, 
Durham Life 
Equitable, D. of C. 
Equitable, N. Y. . 


: 6,094,900 

















76,597,048 
46,79 2 21,900 
15,152,745 


97,397 
38,890,061 





Imperial, Can. ..... 176,874 J k 617,007,043 
FUE BOR es Fob. -6 oo e's 60 4 9950 600 9,818,039 2, ,643 25,567,370 138,880,989 
Lincoln Income ........+.--. 5,137,270 8 4 40,798,417 83,844,651 
Toyal Protective «26 escieces 13,340,988 1,6 055 5,227,900 28,981,267 
Montreal * Eife ...%.eccevecs 23,334,177 1,6 ,75 16,170,792 122,816,489 
pT ae a rere rrererre SS 53,125,491 191,579,769 279,013,969 4,515,723,529 
Natl. Burial, Tenn. ........ 9,668,351 1,296,054 1,741,734 16,615,862 59,746,717 
Natl Standard, Fla. ...... 650,369 203,660 235,563 5,896,201 8,978,490 
No. Amer. Act.; Tl. 4.6.3. 22,879,991 1,903,511 3,203,796 12,621,268 95,966,010 
Presbyterian Ministers 52,936,852 2,253,198 5,648,991 10,276,784 107,830,745 
meperve Tite, Tex. «6.5.5 20,112,72 6,393,709 5,020,458 19,581,105 50,799,328 
DOmtminnd Tile 2. cevcvccees 155,763,338 16,860,575 5,413,888 90,345,387 703,272,530 
fi et a ee 61,355,436 4,200,896 4,451,709 69,595,016 280,685,035 
Wis. State Life Fund....... 1,401,593 75,042 164,786 263,500 4,574,600 
*In column six, the superior numbers denote net increases in group life insurance due to 


employes becoming entitled to 


additional insurance. 


The respective increases are 1$770,000; 


007,924: 7$11,928,974; 8$2,000; 9$1,064,395; 19$3,837,012; $25,000; 12$3,237,068; 15$£,054,350. 


3 
7,103,975,341 1,401,515,6229 







Increase Prem. Benefits Total 
in Ins. Income Paid Disburs. 
in Force* 1951 1951 1951 
$ $ $ 

161,783,728' 66,478,689 18,417,492 46,741,545 
18,021,886? 8,441,101 4,065,25 8,820,742 
9,860,2208 4,152,816 1,277,2 3,927,402 
11,683,6894 7,727,961 1,929,1 5,491,988 
15,990,4505 5 2,682,0 6,586,265 
2 23,742,26 948,780,406 
46,572,2817 i 0, 19,385,299 
20,708,7795 7. 5 1,194,795 
10,515,118 4,161,316 1,000,166 3,711,879 
2,449,963 4,660,182 1,367,444 3,535,273 
6,324,5489 2,855,687 1,381,755 2,557,587 
97,098,599 136,762,449 119,463,323 190,520,768 
4,641,706 3,222,0 574,882 3,301,433 
2,326,583 1,010,791 293,425 846,383 
9,584,13529 11,284,268 4,431,095 10,406,316 
7,557,708 3,483,726 3,076,852 4,699,156 
10,224,596" 30,624,336 15,503,302 27,590,281 
41,276,24912 19,321,097 7,974,798 17,090,672 
31,258,4231% 12,735,059 5,658,464 11,886,019 
241,000 146,504 89,111 113,768 


normal addition of employes to groups and 
2$560,350; 3$3,172,599; 4$37,500; 5$38,250; ®3520.- 








Rosser Is N.A.L.U. 
Trustee Candidate 


Mitchell M. Rosser, Phoenix Mutual 
Life, Boston, has announced his candi- 
dacy for trustee of 
the National Assn. 
of Life Under- 
writers. 

President of the 
Boston chapter C. 
i.) 0;,> and-past 
president of 
3oston Assn. 
Life Underwriters, 
Mr. Rosser has the 
endorsement. of 
these groups. in 
addition to the sup- 
port of the Massa- 
chusetts, Connecti- 
cut, and New 
Hampshire state associations; all local 
Connecticut and Massachusetts associ- 
ations, the majority of other New Eng- 
land locals, and the Boston General 
Agents & Managers Assn. 

He is currently N.A.L.U. membership 
vice-chairman for the northeast, a mem- 
ber of its committee on compensation, 
and a member of the committee for 
agents. In addition, Mr. Rosser is na- 
tional committeeman for the Massa- 
chusetts association. He was formerly a 
member of the veterans committee. Mr. 
Rosser has been with Phoenix Mutual 
Life since 1934, and since 1946 a life 
and qualifying member of the Million 
Dollar Round Table. For four years he 
has been second in volume for his com- 
pany. 

The supporting committee is headed 
by William R. Robertson, president of 
the Boston association; Winslow S. 
Cobb, Jr., national committeeman for 
the Boston association, and Francis T. 
Limont, president of the Massachusetts 
association. 





M. 


M. Rosser 





Business Thermometer Is 
Heading Down, Gerard Says 


While business volume probably will 
continue high in 1952, a longer view of 
the outlook reveals probabilities that are 
less pleasant, Victor B. Gerard, treas- 
urer of Commonwealth Life, told the 
Kiwanis Club of Somerset, Ky. 

Mr. Gerard said there are “many rea- 
sons why business activity has been 
sustained at an unusually high level for 
the six years following the war. The 
present year will be the seventh. It is 
safe to say that the shortages of con- 
sumer goods created by war-time condi- 
tions have been satisfied. The produc- 
tive capacity of the nation has also been 
rather thoroughly rehabilitated by the 
capital goods output of recent years and 
has been expanded to accommodate a 
much greater amount of production. 


The sustaining effect of these business 
factors appears to be mcmirgpancon 
“Continued government spending can 
help maintain a high level of business 
activity, but to the extent that we con- 
tinue deficit financing we are living in 
a fool’s paradise; we are mortgaging our 


future and bringing about a further de- 
preciation in the value of the dollar. 

“When the thermometer in July 
records 100 degrees in the shade, it does 
not require an astute person to conclude 
that the heat wave is near the peak. If 
high temperatures continue for several 
weeks, a forecast of cooler weather is 
likely to prove highly accurate. 

“The thermometers of business have 
reached all-time peaks and have stayed 
there for a prolonged period. Autumn 
could be near at hand. Were I ven- 
turing far into the economic woods, I 
would take fall clothing along in my 
knapsack.” 


Henley to Retire Next Year 


Upon his recent reelection as presi- 
dent of Life of Virginia, Robert E. 


Henley, stated that shortly prior to the 
end of his next term, he becomes eligible 
for retirement under the pension plan. 
He announced that in February, 1953, 
he will retire accordingly and a new 
president will be elected. 


General Says Sharpshooters 
Are Selling His Soldiers 


COLUMBUS, O.—Maj. Gen. Leon M. 
Kramer, commander of the 37th division, 
has charged that insurance companies 
and agents are overselling his soldiers 
at his base at Camp Polk, La., at the 
Lockbourne air base at Columbus and 
the Wright-Patterson air base near Day- 
ton. The general says that most of 
these agents represent Texas companies, 
although several companies are li- 
censed in Ohio. He reported they sell 
only 20-year endowments on which the 
soldiers can’t keep up payments and 
lose the money they have paid in. 


Dunsmore Equitable Record 


William J. Dunsmore, Jr., of the 
Dickenscn agency of Equitable Society 
at Philadelphia, sold $1,241,000 in as- 
sured home ownership policies during 
1951, a company record for that cate- 
gory. 













<The 
COMMONWEALTH 


No Ordinary Record! 


We here at Commonwealth doff our hats to the 
Ordinary Agency Department on its splendid per- 













formance during the first two months of this year. 


A look at the records shows an increase in sub- 


mitted business over January and February of 


1951 of 68% ; an increase in paid business of 50% ; 


and an increase in insurance in force of 117%. 


The Ordinary Agency Department is off to a grand 


start in 1952 and all indications point to a superb 


record throughout the entire year. Congratula- 


tions to the Field Force that made these figures 


possible. 


INSURANCE IN FORCE, 


February 1, 1952 — $543,289,909 


COMMONWEALTH 
Life Jusurance Company 


HOME OFFICE © LOUISVILLE, KY. 
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Dawson Says That 
Times Call for 
Real Estate Caution 


Addressing New York State Societ; 
of Real Estate Appraisers, Louis W 
Dawson, president of Mutual Life, saig 
that the present is no time for excessiy, 
real estate appraisals or for over-op. 
mistic lending. He cautioned that any 
home bought today should be wef 
within a person’s ability to maintain 
even at a reduced income and he shoylj 
have a reasonable equity in it, even x 
the outset. He based this conservatism 
on the fact that there has been a decag 
of almost uninterrupted rise in realty 
and other equity values and it follows 
that the country is 10 years nearer one 
of the periodic down-turns. He termes 
the present the time for conservatiye 
action which will prevent further inf 
tion and lessen the shock of any future 
deflation. 

The Mutual Life head termed it en 
tirely possible that the present boom 
may not end in a bust, that present re. 
straint in consumer spending may con 
tinue, that savings may increase, tha 
capital expansion may be deferred in 
sufficient amounts to provide a cushion, 
He said that deferred, non-defense pub- 
lic spending may take up some of the 
shock of deflation when it occurs. He 
said an attitude of extreme pessimism 
does not seem warranted. 


Calls for Diffused Ownership 


Mr. Dawson said that two of the coun- 
try’s greatest needs are to diffuse the 
ownership of property as widely as pos- 
sible and to give a greater number of 
people a personal stake in free enter- 
prise and capitalism. He praised the 
part of the real estate business in mak- 
ing home ownership possible for mil- 
lions of additional families and said that 
life insurance mortgage holdings have 
increased in a decade from $6 billion to 
$19 billion. 

He stated that concentration of prop- 
erty rights should always be resisted, 
whether in private hands as was the 
threat in the 1890s or in government 
hands, as is the threat of the 1950s. For 
this reason, he indicated he viewed with 
mistrust the expansion of public hous- 
ing, public ownership of utilities and 
the creation of public authorities to per- 
form other private functions. 





Policy Loan Ratio Nears 
Nadir: Heavy Repayments 


Institute of Life Insurance has de 
termined that policy loans outstanding 
with all the U. S. life comanies increased 
by $160 million in 1951, the smallest rise 
in three years. Policyholders now have 
very near the record low ratio of loans 
to total loanable funds since the turn 
of the century. The total of policy loans 
outstanding at the end of 1951 was 
$2,575,000,000, a rise of less than 7% 
during the year. New policy loans were 
$532 million which is not far from the 
figure of the previous year. Repayments 
of old loans amounted to $350 million. 
the largest repayment figure in several 
years. 


Baltimore Honors Mucey 


George J. Mucey, district manager for 
Baltimore Life at Washington, Pa., has 
received the company’s Burns award, 
presented annually to the district whose 
work is outstanding in quality and quan- 
tity of written business. 


Wins Prudential Cup Again 

The San Diego district office for Pru- 
dential won the company’s presidents 
trophy for agency achievement for the 
second consecutive year. The trophy 's 
awarded for outstanding production, pet 
sistency, and conservation. , 

The Englewood, N. J., district office 
was second, and the Gary, Ind., office 
finished third. 
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Companies 


Equity Law Slack 


The life companies have been very 
sow to take advantage of the New 
York state law passed a year ago per- 
mitting them limited investments in 
common stock, according to Institute of 
Life Insurance figures showing that 
holdings increased less than $100 million. 
The total common stock holdings of the 
life companies are now about $650 mil- 
jon. The extensive commitments in 
bonds and mortgages, especially for de- 
jense financing, and the influence of im- 
proved bond yields has moderated the 
interest in equities. Actually the com- 
mon stock acquisitions in the last 12 
months of $150 million were less than 
the acquisitions of the previous 12 
months. 2 fe Ns 
When the permissive legislation was 
adopted, it was estimated that New 
York state companies could invest 
somewhat more than $500 million in 
common stocks and that out-of-state 
companies, limited by the “substantial 
compliance” provision of the law could 
add about $300 million to their holdings. 
All but nine states permit life com- 
panies to invest in common stocks, the 
exceptions being Arizona, Colorado, 
Iowa, Michigan, Mississippi, Missouri, 
Montana, Oklahoma and Wyoming. 


Eastern Round 
Table Is Set 


The program has been completed for 
the eastern round table of Life Insur- 
ance Advertisers Assn. at New York 
City, March 27-28. The “shirtsleeve” 
round table technique will dominate the 
meeting. A feature will be the problem 
clinic. There are only two formal speak- 
ers scheduled, President A. L. Caw- 
thorn-Page of L.A.A. and Benjamin N. 
Woodson, managing director of National 
Assn. of Life Underwriters. 

Following registration and luncheon 
on the first day there will be a report 
on the editorial workshops by George 
H. Kelley, New York Life. A report 
on sales promotion will be presented 
by Charles R. Corcoran, Equitable So- 
ciety. Croyden C. Berger, Connecticut 
—— will report on the L.A.A. book- 
shelf. 

Morgan S. Crockford, Excelsior Life, 
will moderate a panel on “The Life Ad- 
vertiser and His Job.” On the panel 
will be John J. Hopkins, Home Life; 
H. A. Richmond, Metropolitan, and 
Robert W. Wildey, Continental Amer- 
ican, 


Problem Clinic Leaders 


Chairman of the problem clinic will 
be Burton M. Langhenry, Acacia Mu- 
tual. Counselors and their subjects will 
be Henry Gassner, Prudential, costs 
savings; Clifton Follansbee, John Han- 
cock, agents’ magazines; Joseph Hoff- 
mann, Prudential, group insurance 
promotions; Evelyn Schuler, Penn Mu- 
tual, press relations; Colin Simkin, 
Travelers, intra-company relations; S. 
Alberta Stutsman, Massachusetts Mu- 
tual, direct mail, and Russell V. Vernet, 
Mutual Life, public relations. 

Paul Troth, New York Life, is chair- 
man of the activities during the second 
day which opens with three concurrent 
round tables on the annual report, pro- 
duction problems, and the advertising 
agency, to be presided over respectively 
by W. N. Bowden, Crown Life; Norman 
L. Klages, Reliance Life and Margaret 
Divver, John Hancock. 

Winding up the morning session will 
be three round tables on A. & H., the 
trade press, and brokerage promotion, 
guided by L. Russell Blanchard, Paul 
Revere; Seneca M. Gamble, Massachu- 
setts Mutual, and Arthur F, Sisson, 
State’ Mutual. 

The meeting will be brought to a 
close by the luncheon address of Mr. 
Woodson. 





XUM 


Agency departments that are planning 
to give proportionately more attention 
to developing the markets in the west 
and south can point for support to a 
study recently completed by the De- 
partment of Commerce. 

This study shows that the nation’s 
population is gradually shifting in two 
directions — westward to the mountain 
states and Pacific Coast and southward 
along the Atlantic seaboard and into the 
Gulf states. 

Only a few of the states in the New 
England and middle Atlantic areas and 
the big industrial north central section 
of the country are holding their own 
against the population movement to the 
west and south. 


Four Biggest Gainers 


Florida, Texas, Arizona and Cali- 
fornia are the states expected to gain 
the most from these population shifts. 
By 1960 Florida is expected to have 
15.23% of the population of the south 
Atlantic states as against 13.14% in 
1950. Texas should be accounting for 
54.61% of the population of the west 
central states as against 52.72.% in 1950. 


California, which has been ex- 
periencing spectacular population in- 
creases, 1S expected to account for 


74.67% of the Pacific Coast’s popula- 
tion as against 73.05% in 1950. Arizona 
should be the habitat of 16.29% of the 
mountain states’ population as against 
14.73% in 1950. 

The Commerce department’s figures 
indicate that by 1960 California’s popula- 
tion will be 14,017,000, second only to 
New York’s 16,286,000. Also, by 1960 
Texas will be closely pressing Ohio for 
fifth place among the states in popula- 
tion. Pennsylvania and Illinois are the 
other two in the big five. 

New York is almost the only one of 


Slow to Céniidinen Department Study Supports 
fake Up New York Sales Expansion Trend to West, South 


the heavily populated industrial states 
expected to hold its own against the 
western-southern trend. New Jersey 


and Connecticut are expected to im- 
prove their relative positions. 

The following tabulation gives the 
estimated percentage distribution of 


U. S. population by geographic divi- 
sions for 1950 and the projected per- 
centages for 1955 and 1960, (The sum 
of percentages in each distribution 
shown may not be exactly equal to 
100% because of rounding.) 


1950 1955 1960 
New England .... 6.19% 6.08% 5.97% 
Middle Atlantic ...20.12 19.78 19.46 
East North Central 20.23 20.19 -20.14 
West North Central 9.40 9.06 8.76 
South Atlantic ....13.96 14.14 14.29 
East South Central. 7.62 7.47 7.34 
West South Central 9.61 9.52 9.43 
Mountain ......... 3.37 3.45 3.53 
PAGO. cc ctsceses 9.50 10.31 11.08 


All states, with the possible exception 
of North Dakota, are expected to gain 
in population between now and 1960 but 
some states and areas will make more 
rapid gains than others. Some markets 
that are now important will not be as 
large proportionately as they are today. 

In addition to New York, New Jersey, 
Connecticut, California, Texas and 
Florida there are other states where 
population gains will exceed those of 
neighboring states in their geographic 
group. These include Illinois, Michigan, 
Iowa, Missouri, Kansas, Maryland, Vir- 


ginia, Tennessee, Alabama, Louisiana, 
New Mexico, Arizona, Utah, and 
Nevada. 


‘Reasonably conservative estimates are 
that total population will be about 168,- 
900,000 by 1960, as against an estimate 
of about 156,000,000 today. Figured on 
the most liberal basis, the 1960 estimate 
would be about 179,800,000 and on the 
most conservative basis about 161,200,000. 











castles in the sky. 


insurance. 





Third Dimension 


One of the pleasures with which nature is generous 
is a look at the clouds overhead. People scientifically- 
minded achieve a satisfaction from telling what kinds 
of clouds are visible and what they may betoken in the 
way of weather. But most of us are content with simply 
looking at the ever-changing beautiful skyscape. 


One of the surprises in airplane flying is in looking 
down at the clouds because from that close viewpoint 
the clouds present a third dimension. The tops of the | 
clouds are not flat, but rising to magnificent shapes of 


The underwriter, when he first examines a prospective 
case, sees it with the ordinary minimum of information. 
It is two-dimensional — high and wide but there is no 
depth. It is his job to place himself in a position where 
he can see the third dimension, the possibilities based 
upon what is seen. He must see the past and the pres- 
ent, but the future must come to his mind’s eye. It is 
the underwriter’s ability to cause the prospect to see 
the third dimension that constitutes the selling of life 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 
INDEPENDENCE SQUARE, PHILADELPHIA 




















N.Y. Figures 
for 1951 


All figures are for ordinary unless desig- 


nated (G) for group or 


(I) for industrial. 


New business figures include business revived 
and increased as well as new business paid- 


for, 


Aetna Life 


(G) 

Amalgamated ...... 
(G) 

Bankers; 1a tev izs 
(G) 

Bankers Security .. 
(G 

Berkshire .......... 
Canada (U.S.Br.)... 
(G) 

GRONGM Hs teveddates 
(G) 

COMM 6540s eam 

(G) 

(I) 

Columbian Nat. .... 
(G) 

Companion .......-; 
(G) 

Confed. (U.S. Br.). 
Conn. General. .... 

(G) 


Conn. Mutual 
Continental Amer... 
Cont’l Assurance ... 


(G) 

CRO o'er cance vws 
(G) 

WUE vn. 6 oieuecnat es 
(G) 

Empire State ...... 
(G) 

(1) 

Equitable Society .. 


(G) 
Equitable, Ia. ...... 
Expressmen’s 
Farm Bureau 


(C 
Farm. & Trade.... 
Fed. L. & C 
Fidelity Mutual .... 
Guardian 


a eee 

(G) 
Imperial (U.S.Br.).. 
John Hancock 


Loyal Protective ... 
Lutheran Mut. 


Manhattan ........ 
(G) 
Maas. Mut. ...... 
(G) 
Metropolitan ...... 
(G) 
(1) 
INOGMRUON hoc kccicus 
(G) 


Mutual Benefit Life. 


Mutual, N. Y....... 
Mut., Can. (U.S.Br.) 
Mut. Trost ........ 


National, Vt. ...... 
New England Mut.. 
New York Life..... 


No. Amer. Re....... 
Northwestern Mut... 
Old Republic 


Paul Revere ...... 
Penn Mutual ...... 
Phoenix Mutual 
Wé@etal Life ........ 
(G) 
Provident Mutual .. 
Prudential 


Security Mut., N. Y. 
State Mutual 


Teachers 
Travelers 


‘yy (G) 
Union Labor ...... 
ate (G) 
Union Mutual ..... 
ne (G) 
United Mutual a2 

(1) 


We iy BiG Se ess cece 
re (G 
Victory Mutual .... 
Zurich 


(G) 





New Business 
$ 


29,187,089 
382,887,127 
38,500 
11,662,500 
5,058,090 
9,239,716 
779,317 


249,652 
110,600 
8,682,150 
541,000 
2,260,987 
20,023,806 
8,312,271 
8,696,695 
24,985,250 
478,441 
47,277,368 
104,830,576 
35,967,624 
9,318,989 
40,737,074 
144,074,137 


19,507,897 
5,105,500 
4,608,139 
2,321,718 
9,371,503 

40,026,780 

191,500 


148,815 
182,824,725 
98,103,269 
71,368,009 





46,877,578 
37,091,760 
223,472 
12,201,578 
17,830,359 
61,252,898 
110,806,704 
11,966,258 
16,657,000 


176,000 
31,248,157 
22,168,060 
13,205,161 

3,000 
23,479,841 
444,584,118 
157,196,915 
108,766,318 
28,250,363 
15,729,000 





20,878,187 
4,021,652 
688,464 
27,266,719 


359,500 


Total Ord., °51...2,160,781.487 
Total Group, '51..1,805,309'892 


Total 
All 


Indust., 
Classes, 


61 


278,454,661 


"51. .4,244,546,040 


Total Ord., "50. ..2,050,590,550 
Total Group, 50. .1,597,427,123 


Total Indust., ’50 


313,929,323 


All Classes, ’50.. -3,961,946,996 


———- 


Hoosiers Solid for Jones 


All of Indiana’s 21 associations have 
endorsed the candidacy for N.A.L.U. 
trustee of Claude Jones, general ‘agent 
for Connecticut Mutual, Indianapolis, 


Kentucky 


Home 
named Arthur Zinkin, 
at Indianapolis. Mr. 


merly with Prudential, 


Mutual 
Jr., general agent 
Zinkin was for- 


In Force 


337,545,776 


762,951,170 


143,663 





54,666, 





1,421,000 
6,129,850 
508,200 
45,851,489 
540,000 
26,706,164 
86,999,062 
21,780,972 
18,476,194 
22,886,500 
4,944,725 
369,559,612 
418,862,512 
370,946,986 
92,167,741 
38,946,059 
93,297,046 
28,630 
3,783,070 


369,440,998 
2,047,470 
231,687,690 
16,451,022 
3,345,812 
1,564, 285,888 
344,563,138 
598,321,947 
881,351 
4,075,425 
156,806,967 
4,260,200 
503,916,958 
37,623,293 
4,565,087,239 
2,406,649,552 
1,496,888,436 
24,163,022 
65,000 


66,329,195 
190,586,658 
501,699,359 

1,746,628,673 


395,176,664 


23 





7,614,599 
36,561,629 
58,272,617 
26,423,100 
216,172,074 
51,942,209 
25,087,975 
1,013,431,876 
1,616,788,528 
254,153,287 
6,927,348 
9,942,053 
111,455,199 
67,204,322 
2,163,500 
11,561,578 
9,182,933 
90,741,111 
91,398,406 
17,779,613 


2 
4,2 
1,2 
1,4 

1 


Life has 
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LOSS ON SETTLEMENT OPTIONS SUBSTANTIALLY LESS IN ‘51 THAN IN ‘50 





‘51 Margins Under Section 213 
Show How Limits Pinch 


By ROBERT B. MITCHELL 


ALBAN Y—Life companies licensed 
to sell insurance in New York state 
again registered an improvement in the 
losses they took on liberal guarantees 
under settlement option, according to 
the statements just filed covering 1951 
business. The companies showed a sub- 
stantial profit on disability, double in- 
demnity, and individual and group 
annuities. 

The loss on settlement options was 
$4,002,450. However, this was before 
additions to reserve by reason of change 
in valuation basis. In the aggregate this 
bolstering of reserves for supplementary 
contracts amounted to $18,319,541. Thus, 
the companies’ loss on the year on this 
operation was $22,321,991. Disability, 
double indemnity, and both types of 
annuities showed a profit but a more 
accurate picture of the experience on 
them will be obtained by taking into 
account the $1,085,663 that companies 
put into bolstering disabiilty reserves, 
the $24,704,353 added to individual an- 
nuity reserves, the $53,089,951 added to 














$341,629 by change to a more favorable 
assumption. 

Included this year in the tabulation 
compiled by THE NATIONAL UNDERWRITER 
from the figures filed at Albany is the 
record of companies in respect to mar- 
gins under section 213, the expense lim- 
itation statute. For the smaller com- 
panies especially, the margins have be- 
come so restrictive that they are a 
serious hindrance to operations. Despite 
efforts to effect a comprehensive revi- 
sion of section 213, the lack of accord 
between the New York department and 
the life companies has now ruled out the 
possibility of getting anything but minor 
changes enacted by the legislature be- 
fore it adjourns, even though the date 
has been extended from March 15 to 
March 21, 

To permit comparison, the correspond- 
ing margin figures for 1941 are shown 
in columns adjoining the 1951 figures. 
The company margin figure shows by 
how much the company’s expense limit 
as determined by the section 213 for- 
mula, exceeded its actual expenses (ex- 
clusive of investment expense). This 
margin figure is found in item 91 of 




















The first-year expense margin shown 
in item 67 of schedule Q, indicates how 
close the companies were to exceeding 
the statutory limit in this category. As 
has been frequently mentioned, it is here 
and on the “inside” first-year expense 
limit that the smaller companies are the 
most pinched, though some are close 





For a representative group of 11 com- 
panies the section 218 company mar- 
gins ran about 25% of permissible ex- 
penses for the years 1930-45 inclusive 
but dropped to 1614% in 1946 from a 
24.4% figure for 1945 because of infla- 
tion. It dropped further to 1314% for 
1948-49 but if not for the temporary 
emergency amendments put into effect 
in 1948 it would have been only a shade 
over 6%. An even more precipitate drop 
was shown in margins for agency opera- 
tion expense. 





to the company expense limit as well. 
The inside limit applies to commissions 
only, hence applies more harshly against 
smaller companies—which tend to be 
general agency rather than managerial 





eral agent’s as well as the agent’s com. 
mission, whereas in a managerial com. 
pany the manager’s salary is not subjec 
to the limit. 

The 1941 figures do not show so grea 
a contrast with the 1951 figures as might 
be expected. Some companies actually 
show smaller margins for 1941 than for 
1951. However, in considering the 194; 
margins it must be remembered tha 
the life insurance in force has more thay 
doubled in the decade, the purchasing 
power of the dollar has dropped by 
about one-half, and the margins haye 
been raised somewhat by the emergency 
relief legislation of 1948, which expires 
this year. 


EQUAL TO 80% CUT 








Thus, if a company has, say, a $50,000 
margin for 1951 and the same amount 
for 1941, it is in a far tighter spot now 
than then. It’s presumably twice a; 
large as respects insurance in force 
and, if typical, it did about 2% times 
as much ordinary business in 1951 as in 








group annuity reserves, and the reduc- schedule Q, a schedule required only companies—because the limit applies to 1941. But instead of having 2% times 
tion of double indemnity reserves by by New York. all commissions. This means the gen- (CONTINUED ON PAGE 22) 
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a ee eee i 1,837,423 3,942,509 —1,948,386 6,032,887 10,894,189 1,103,716 884,286 885,494 o_O are ° 
North American Re. 7,421 143,585 OS eer —44s8 Sched. Q not required SPOER oe éeeee 
Northwestern Mutual | | eee ee teen OS aaa —369,768 15,812,198 9,076,396 1,803,692 1,076,966 1,606,908 errs ‘ ‘ 
Ciel EN CL wes ctedsorceccess 4,643 Oe Sa eee —169 7 7 1,008,243 246,171 166,603 ee hee. cece 
DS ee See ere ee 107,444 111,046 —16,300 84,998 3,241 7 7 140,654 64,015 7,967 Be |. svete. oa ketee 
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PROV,  SOUORRL © oi e600 vices cccvvecsen 1,064,552 567,275 143,963 og. ee Fre —771,672 942,683 1,259,414 176,167 119,816 148,912 92,527 OTO;BOO "uno ee 
a eee 14,089,645 4,039,932 6,709,433 1,042,341 10,370,192 797,532 §§ 15,854,287 $$ 3,676,333 § 3,470,044 19,218,093 6,603,139 3,614,142 
Security Mutual, N. Y.. 86,739 58,534 53,326 «ee EE FR —854 289,417 61,024 58,731 28,061 21,341 19,486 46,030§ hie eleiee senses 
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MRM A RSE Eo Osea o's «ak 8oAO ene a Se Meet. “noras. , ROUEN <i. 51,361 + + 599,018 281,742 463,844 Seen? ok 1,706,153 42,168 
ESE ere ere 2,658,159 —340,801 25,835 —313,971 7 7 523,293 321,763 500,386 304,483 2,500,000 ...... 2,292,108 
WmtOm Comtral .ovccescnccccerececse 692,388 174,108 —9,770 174,750 1,172,954 617,399 194,096 132,821 156,024 163,840 ...... 164,101 847,632 
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Sia, SEED) 0 oF 0.0.08 b-a'd.0's sie enh eenewen st 93,977 fo Reon | ena) + |) eee —6,263 + + 158,657 59,487 22,969 6,482 311,391 6,336 21,649 
WEE RON cro oo 0 hd 8 90 0.00 06.6 2,095 weQGS i | AOR. 37> BSRe i Tae yb 186 —16,085 4,335 —14,607 7,071 221 | MANAGES SS ees pe seen 
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I ee oe he rad 67,999,987 18,125,874 53,626,494 24,704,353 53,089,951—4,002,450 ...... Brel dass’ ok eee a Ee. spate re Oe eee 25,101,108 25,077,229 18,319,541 
definitely allocated, hence not included in reserve as of that date. Information not required of stock companies or those delivering 


*Includes $100,000 set aside Dec. 31, 1950, but not then 
tParticipating business only; margins for nonpar were $42,035 and $34,678, respectively. 
***Operated as fraternal benefit society in 1941. 


in New York state nonpar policies exclusively. 
be allocated in 1952. 
filed by March 10. 


**Not doing business in N. Y. 


in 1941, 


{Schedule Q not filed by Mar. 10; Figure shown for 1950. 


$An additional $100,000 has been set aside and will 


$§Schedule Q not 
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Cover Every Life 
Insurance Need 





The figures in Jefferson Standard’s 
45th Annual Statement “come alive” 
when considered in terms of the 
human values they represent. They 
reflect a measure of financial security 
to more than a million Americans 
—policyholders and beneficiaries— 
from coast to coast. These people, in 
their search for a more secure future, 
have turned to life insurance and the 
Jefferson Standard. 
4% 

Jefferson Standard continues to lead 
all major life insurance companies in 
rate of interest paid on funds left on 
deposit to provide income. While 
guaranteeing 212 % on policies cur- 
rently being issued, the company 
has never paid less than 4% on 
these funds—extra income to policy- 
holders and beneficiaries. 


Year of the Billion 


The billion dollar insurance in force 
mark was passed June 21, 1951. 
More than 36 years were required 
to attain the first half-billion—less 
than 8 years for the second half- 
billion. 


60 Different Policy Plans 









Planning for Tomorrow’s Needs 


Most policies are bought over a 
period of years. To attain maximum 
value for each life insurance dollar 
invested requires careful planning— 
for tomorrow’s needs. Steadily rising 
living costs, increased taxes, changes 
in the policyholder’s situation — all 
these factors make it necessary for 
the policyholder to have his life in- 
surance program reviewed frequent- 
ly. Your Jefferson Standard agent 
stands ready to assist you in keeping 
your program fitted to your needs. 





1951 HIGHLIGHTS 


NEw LIFE INSURANCE SALES 
’ $127,150,721 
AssETS DECEMBER 31, 1951 
$296,177,226 
INSURANCE IN FORCE AT YEAR-END 


$1,038,906,186 








This ad is being run in more than 200 
newspapers over the Company’s 29 
State, District of Columbia Terri- 
tory, for the benefit of our agents. 











Jefferson Standard 
LIFE INSURANCE CO. 


HOME OFFICE © GREENSBORO, N.C. 












Jefferson Standard 


Life Insurance Company 
Condensed 


45™ ANNUAL STATEMENT* 


December 31, 1951 


* 
ASSETS 
Cash .............+.-. $ 3,634,002 
I v's o wadvicccccguecs 79,602,237 
Stocks, Preferred & 

Common bt henge 29,324,625 
Mortgage Loans ....... 137,592,209 
Lease Back Real Estate... 12,584,554 
Other Real Estate Includ- 
ing Home Office Building 2,348,790 
Loans to Policyholders. . . 19,921,816 
All Other Assets........ 11,168,993 

TOTAL ASSETS...... $296,177,226 
LIABILITIES 
Policy Reserves ........ $212,652,134 
Reserve for Policy Claims. 1,007,689 
Policy Proceeds Left with 

Company ........... 25,474,265 
Dividends for Policy- 

holders ............ 3,333,622 
Investment Fluctuation 

Eee Ee eens 6,134,939 
Other Liabilities and 

Reserves ........... 11,574,577 

TOTAL LIABILITIES... $260,177,226 


Contingency Reserve... $ 4,000,000 
Capital and Surplus... 32,000,000 
TOTAL ........... $296,177,226 


*Copy of booklet containing our com- 
plete report available on request. 
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Life Companies 
Invest $6 Billion 
in Defense Industry 


In the first full year of operation of 
the voluntary credit restraint program, 
Institute of Life Insurance reports that 
nearly $6 billion of life funds have been 
invested in or committed for investment 
in defense-supporting businesses. It is 
estimated that the number of businesses 
receiving these loans has topped 4,000 in 
the year. The total of defense loans 
made in 12 months is more than $3,500,- 
000,000. Outstanding commitments for 
additional loans account for more than 
$2 billion. ; 

Portfolios show the effect of the ne 
type of commitments with mortgages 
down from $2 billion a year ago to not 
much more than $1 million today. 


Canada Life Readies Group 
A. & H. Policies for States 


SAN FRANCISCO — Canada Life 
plans soon to commence writing group 
A. & H. in the United States, according 
to E. C. Gill, president, and T. H. Gooch, 
vice-president and director of agencies, 
who held a conference for the financial 
press. The Canadian executives said 
that the A. & H. policies had been given 
a thorough test run in Canadian terri- 
tories. They reported that the company 
now has 25 agencies in 10 states and 
Hawaii with applications for early en- 





trance into Delaware, Maryland, Virginia 
and District of Columbia. Mr. McGill 
and Mr. Gooch stopped off in San Fran- 
cisco en route to Hawaii where they 
will confer with their general agents 
there. They also visited their Los 
Angeles agency. 


CIO Seeks M argin 
Figures at Albany 


ALBANY — Representatives of the 
CIO industrial agents union have been 
looking at the 1951 annual statements 
filed here to determine what margins 
the industrial companies had under their 
1951 business. The CIO viewpoint -ap- 
pears to be that any margin between 
what the companies actually paid for 
new business and what they legally 
could have under the statutory limit 
represents money that could and should 
have been paid to the agents. 


Special Schedule for Industrial 


The schedule Q margins apply to 
ordinary only but there is a single mar- 
gin for each industrial company that 
appears on a special schedule filed only 
by industrial companies. Metropolitan’s 
margin on this schedule was $3,013,767 
for 1951. That of John Hancock, which 
already has a contract with the CIO, 
was $21,093, indicating that the Han- 
cock is paying very close to the maxi- 
mum under the law. Colonial Life’s 
margin was $394,803. Prudential has not 
yet filed its schedule but expects to file 
in a week or so. 
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eneral American 


helps field men 
advance faster with the 


SOCIAL SECURITY CALCULATOR 


“More power to men in the field”... 
that’s the purpose of General American's great 
array of selling tools. General American Life offers 
more visual selling aids to help field represen- 
tatives to greater success. You plan better, close 
faster, and enjoy more satisfaction in every sale. 
That is one of the ways General American backs 
up the efforts of men in the field. 


GENERAL AMERICAN LIFE 


A MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY 
ST. LOUIS, MISSOURI 


Targets social secur- 
ity benefits in a jiffy. 
Easy to use. No pen- 
cil needed. Computes 
both old and new 
benefits. 















Keystoners Support 
Adams’ Candidacy 


Philadelphia Assn. of Life Under- 
writers and the Pennsylvania state asso- 
ciation are sponsoring Albert A. Adams, 
general agent for John Hancock at Phil- 
adelphia, as a candidate for election as 
a trustee of the National association. 
Mr. Adams is past president of both 
associations. He was a _ winner of 
the Philadelphia association president’s 
trophy for outstanding service. He 
served also as vice-president of the state 
association and was a leader in legis- 
lative work. Chairman of the sponsor- 
ing committee is H. Sheridan Baketel, 
Jr., Union Central, Philadelphia. 

Mr. Adams is a graduate of the busi- 
ness school of the University of Penn- 
sylvania and he became an agent for 
Connecticut Mutual in Baltimore in 
1921. He joined the Baltimore agency 
of John Hancock five years later and 
was a supervisor there when appointed 
general agent of John Hancock for Con- 
necticut in 1929. He opened a new ordi- 
nary agency for the company in Phila- 
delphia 10 years later. He was president 
of the general agents’ association of 
John Hancock in 1947. 





Pacific Mutual Appoints 
McKnight Houston Manager 


Pacific Mutual Life has appointed 
Paul C. McKnight manager at Houston 
to succeed Harry G. Bubb, who becomes 
regional supervisor for the southwest 
at the recently opened Dallas office. 
Mr. Bubb joined the company in 1949, 
and the following year, opened the 
Houston office. Mr. McKnight joined 
the company in 1950. He was formerly 
at Los Angeles. 


Pay Third GI Dividend 


WASHINGTON — Veterans admin- 
istration began this week to pay the 
third N.S.L.I. dividend. Some $200 mil- 
lion will be paid to about 5 million in- 
sured between policy anniversary dates 
in 1951 and 1952. Unless policyholders 
notify VA to pay in cash, the dividend 
will be applied to premium. 





The first dividend on more than 20 ° 


million policies totaled $2.8 billion, aver- 
aging $185, while the second dividend 
paid $527 million on 6,500,000 policies. 





Robert R, Neal, vice-president and 
counsel of North American Accident of 
Chicago, has been appointed chairman 
of the A. & H. Committee of the insur- 
ance law section of American Bar Assn. 


Bankers L. & C. 
Now Seems to Have 
the Last Word in Ga, 


The district court of Fulton county, 
Atlanta, Ga., has now given a decision 
for Bankers Life & Casualty of Chicago 
that seems to settle the issue of that 
company’s right to renewal of license in 
the state. Bankers Life & Casualty and 
Commissioner ‘Cravey of that state have 
been engaged in a lengthy and compli- 
cated battle. When Mr. Cravey refused 
to renew the license, Bankers Life & 
Casualty brought a mandamus action in 
Fulton county court. In the decision 
arising out of that case, the Georgia su- 
preme court held that Mr. Cravey had 
exceeded his authority and that, of 
course, was a big victory for Bankers 
LD. €: 

However, subsequently the Georgia 
legislature passed a law giving the com- 
missioner very broad powers in connec- 
tion with the original licensing and re- 
newal of license of insurance companies, 
Armed with that law, Mr. Cravey went 
into the Fulton county court and asked 
for a motion to dismiss the petition of 
Bankers L. & C. for a mandamus. His 
contention was that the new Georgia law 
had the effect of overruling the Georgia 
supreme court decision. 

Last Friday the Fulton county court 
denied Mr. Cravey’s motion to dismiss 
and granted a motion of Bankers 
L. & C. for a rule absolute. 





Spokane Launches 
Hockaday Campaign 


Spokane Life Underwriters Assn. has 
submitted the name of Gordon V. 
Hockaday, district agent for Equitable 
Society, as a candidate for National 
Assn. of Life Underwriters trustee. Mr. 
Hockaday is currently president of the 
Washington state association. He has 
held other offices with that association, 
was chairman of the Washington state 
sales congress and past president of the 
Spokane association. 





R. Meade Smith, general agent for 
Pacific Mutual at Philadelphia, recently 
observed his 25th anniversary with the 
company. 





Gulf Life has -promoted Millard Oli- 
phant to assistant secretary. He has 
been with the company for 15: years in 
personnel duties. 











— Unusually Attractive 
Home Office Opening 


A billion dollar life company is looking for a qualified 
man in the 30-40 year age bracket, to assume the 

immediate supervision and promotion of its complete 
and integrated training program now in use by its field 
force. A CLU with field experience preferred. Ability 
to think, plan, teach and write mandatory. Ample op- 
portunity for future advancement. 


Complete cooperation will be given man chosen by all 
home office associates. Give full information when writ- 
ing, including starting salary required. Replies will be 
held strictly confidential. 


Write Box K-31, The National Underwriter, 175 W. 
Jackson Bivd., Chicago 4, Ill. 
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Five Companies 
Assess Agreeable 


Picture for Year 


FRANKLIN LIFE 


An increase of $205,352,982 in insur- 
ance in force by Franklin Life made it 
the greatest year in history for the 
company, exceeding by more than $50 
million the increase last year. Insur- 
ance in force reached $1,135,385,687. As- 
sets totaled $193,488,943. Surplus was 
increased by $2 million to a total of $12 
million. 

New business for the year amounted 
to $291,492,542. Capital was $12,312,500 
and general surplus was $9,687,500. ‘Re- 
serves increased 15% to $20,969,320. 
The increase in insurance in force was 
22.1%, in assets was 15.5% and in sur- 
plus was 20%. Payments to policyhold- 
ers and beneficiaries during the year to- 
taled $9,874,100. 


LIBERTY LIFE 

Insurance in force of Liberty Life of 
South Carolina increased $51,240,191, 
bringing the total to $486,690,324. There 
was an increase of $6,266,903 in assets 
and of $1,080,653 in surplus. The com- 
pany now has $57,154,052 in assets and 
$6,180,414 surplus to policyholders. Pay- 
ments to policyholders and beneficiaries 
last year were $3,859,000. During the 
year first mortgage loans totaled $9 mil- 
lion, bringing the total mortgage loan 
investment to $29 million. 


NATIONAL L. & A. 

Life insurance in force of National 
L. & A. gained $322,829,389 during 1951 
to total $2,891,772,678. Assets totaled 
$388,147,752. Surplus to policyholders 
was $34,430,118. The reserve for life 
policies was $333,893,167 and for dis- 
ability policies is $2,735,808. A quar- 
terly dividend of 12% cents per share 
was paid on March 1 to stockholders of 
record Feb. 20. 


NEW YORK LIFE 

Assets of New York Life passed the 
$5 billion mark during 1951, reaching 
$5,092,877,631 as compared with $4,907,- 
729,002 at the end of 1950. Sales of new 
individual life insurance amounted to 
217,641 policies for $877,741,900, a larger 
volume of sales in any year since 1930, 
except for 1950 when an all-time record 
was established. Total income was $597,- 
343,050, with deductions from income 
of $509,158,215 or a gain from opera- 
tions of $88,184,835 before dividends to 
policyholders. 

Life insurance in force rose to $10,- 
918,501,109 under 4,027,296 policies. Pay- 
ments to policyholders and beneficiaries, 
including dividends, amounted to $247,- 
969,191, an increase of $13,082,417 over 
1950 payments. The amount set aside 
for dividends in 1952 was $59,322,062. 
Investment income amounted to $137,- 
058,640, after deducting $32,550,962 for 
taxes. Deductions from income included 
benefits of $194,092,901 to policyholders 
and beneficiaries and increases of $166,- 
229,671 to policy reserves. The gain 
from operations amounted to $88,184,- 
835. After subtracting provision for div- 
idends to policyholders, the net gain 
was $29,658,251. Unassigned surplus 
amounted to $314,605,463 compared to 
$302,812,212 at the beginning of the 
year. 

The company began selling A. & H. in 
June, 1951, and at the end of the year 
had 11,192 policies in force and a pre- 
mium income of $386,550. New York 
Life entered the group field in July and 
at the end of the year had 118 cases in 
force with 26,462 certificates. 


PAN-AMERICAN LIFE 


New life insurance sold by Pan- 
American Life during 1951 amounted to 
$116,198,390, an increase of 12.8%. Life 
Msurance in force rose 12.2% to $508,- 
100,921. Payments to beneficiaries rose 
33.8% to $9,123,298. Gross income rose 
4.3% to $26,698,494. Assets were up 


‘9%, standing at $124,688,183. 


Surplus 
funds increased 12.5% to $8,504,704. 

The mutualization program was com- 
pleted by the end of the year. The 9,397 
shares of stock that remained at the 
end of 1950 of the original 100,000 were 
retired during the year at $35 a share. 
Average rate of interest received was 
3.6%. Premium income for the year 
increased to $21 million and investment 
income was $5,600,000. The group and 
pension department which was opened 
in 1950, has insured more than 45,000 m 
225 firms since its founding. 


Colorado Life Convention 
Reelects All Its Officers 


Colorado Life Convention, composed 
of 10 native companies, at its second 
annual meeting reelected Carl E. Lien, 
United American Life, president; 
Clarence J. Daly, Capitol Life, vice- 
president, and Lee Baldwin, Security 
L. & A., secretary. 


James W. Scott, who is vice-president 
of San Diego (Cal.) Assn. of Life Un- 


derwriters, has joined Connecticut Mu- 
tual as supervisor and agency assistant 
to General Agent Alpheus J. Gillette. 
He has been in the business there six 
years. 


Stever Talks on Pensions 


Ron Stever, general agent of Equi- 
table Society at Los Angeles, who oper- 
ates one of the largest pension planning 
offices in the country, discussed “An-- 
other Chapter in the Pension Story” 
before the San Francisco C.L.U. chap- 
ter March 12. 
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TERRITORIES: 


Opportunities open in: California, Florida, 
IMinois, Indiana, lowa, Kanses, Kentucky, 


Maryland, Michigan, North Carolina, Ohio, 
Pennsylvania, Texas, Virginia, Washington, 
D. C., and West Virginie 
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Let The Golden Rule Company Show you the EASY way to 
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THE COLUMBUS MUTUAL 
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THE FARMERS & BANKERS LIFE INSURANCE COMPANY 


41st ANNUAL STATEMENT 


Showing Condition as of December 31, 1951 


cose eT Seer rrr $ . ey hy rd Legal Reserves on Policies. .$26,352,937.49 
ONGB wcccvcescccsesevvces o ‘ 
U. S. Govern- Commissioners Security 
age MTT 4,885,638.66 Valuation Reserve ...... 10,977.28 
Putte Geni arene Unrealized Profit on Stocks. 22,759.40 
Industrial. 532,832.62 Reserve to Provide for Fluc- 
ag oo weTey itr ri bis eee 1,649,102.00 tuation of Mortality and 
oe 7% | eee es Market Value of Assets.. 1,388,303.55 
gp oy ~ lata Pe ertee™ 708,574.17 Credits to Policyowners Left 
with Company on Deposit 
i an A 600,000.00 SS eee ee 1,024,606.48 
Bg oy 104,256.67 Taxes Payable in 1952...... 115,000.00 
Contracts . 4,317.50 5 
First Mortgage Loans...... 19,146,929.04 ~~ Berge a ee = 
Farm Properties roof Not Completed on o sage 
Conven- before December 31, 1951. 64,718.73 
py SOOO 208.2 Premiums and Interest Paid 
Veterans 13,483.10 In Advance ......-....+-6. 461,708.02 
ah iar Special Funds Payable to 
tional . 16,381,912.66 Policyowners in 1952..... 8,670.11 
FHA & a 
Veterans .. 1,366,386.11 All Other Liabilities........ 46,018.47 
Loans Secured by i 
Legal Reserves on Policies 1,731,748.77 COMItA) a ok 4:06 '6.0:0:0:060 9:2-0:0-00:9 1,000,000.00 
Interest due and accrued.. 173,502.39 - 
CROP BENOED oocc tcc cencee 32,624.80 Pree ee 875,000.00 
Net Premiums in Process 
Of Collection ....cseseece 564,944.33 
Total Admitted Assets. .$31,370,699.53 Total Liabilities ...... $31,370,699.53 
Insurance in Force December 31, 1951........ $115,221,049.00 


Paid to Living Policy Owners and 


Paid to Living Policy Owners and ; 
Beneficiaries Since Organization 


Beneficiaries During 1951 





$1,185,845.76 $25,696,679.94 
For the Protection of Company Policy Owners i 
on Deposit with the aos Dec. 31, 1951 — A CAREER AS 
THE LIFE 
. UNDERWRITER 
Farmers & Bankers Life | ort as 
INSURANCE COMPANY OFFERS 
Home Office: WICHITA, KANSAS SPLENDID 
R. L. BURNS, President OPPORTUNITIES 
FRANK B. JACOBSHAGEN J. H. STEWART, JR. 
Vice Pres.-Secretary Vice Pres.-Treasurer antiiiins 
‘Policies that Protect’ ania 
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8793.00 


Face value of the average of all policiés placed in force by 
UNITED LIFE in 1951 was $8,293.00, and in 1950 
UNITED LIFE was in sixth position among the Nation’s 
more than 500 life insurance companies with an average 
policy of $7,846.00. 


The scope and added benefits of every UNITED LIFE 
policy provide underwriter and policyholder alike with an 
unusual opportunity. 


For particulars write fo WM. D. HALLER, 
Vice President and Agency Manoger 


UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


e 
Concord, New Hampshire _ 





Experiences of Prudential with its 
group major-medical expense insurance 
plan were described by Alan M. Thaler, 
assistant actuary, at the group meeting 
of H. & A. Underwriters Conference at 
Chicago. Since entering the field with 
its major-medical expense plan last sum- 
mer, Prudential has encountered some 
very real problems in its sale and ad- 
ministration, Mr. Thaler said. It has 
found that people do not line up to pur- 
chase this insurance, although everyone 
is interested and Prudential has had a 
willing audience wherever it has told its 
story. 

It is difficult to measure how much 
of this slowness in selling has been due 
to wage stabilization control, Mr. Thaler 
observed. During 1951 it was impos- 
sible for many employers to purchase 
the coverage on other than an employe- 
pay-all basis. Even under current regu- 
lations, this type of coverage is not per- 
mitted, and until it is clarified by the 
wage stabilization board, Prudential will 
not know where it stands. On an 
employe-pay-all basis, the cost of the 
coverage is so high that it tends to 
become unsalable, especially to persons 
in the lower income groups. In a recent 
enrollment of a rather large corporation, 
100% of those earning $7,000 or more 
signed up, 90% of those earning be- 
tween $6,000 and $7,000 enrolled, and 
78% in the income group of $5,000- 
$6,000. Only 45% of those earning less 
than $5,000 joined. 


Some Feel Plan Too Complex 


Another reaction has been that some 
employers think the plan is too com- 
plex. Mr. Thaler said that the answer 
to this problem is that as the plans be- 
come better known, the complexities 
will not present so much of an obstacle. 
The plans as they are being written to- 
day have few enough controls, he said, 
and each control introduced into a plan 
is in the nature of a complexity. “On 
the whole we have found that while it 
is more difficult to get the story across 
to management and employes,” he said, 
“if you are willing to take the time it 
can be done.” 

The Prudential group policyholders’ 
service division, which has been in charge 
of enrolling this type of case, has dis- 
covered that the first objection is that 
of cost, and here there must be a good 
argument shown that this is the type of 
protection that the man can least afford 
to be without. This can only be done by 
painting word pictures and “giving ex- 
amples, examples and examples.” Pru- 
dential has used blackboards at each 
employe-management meeting and they 
are necessary tools, Mr. Thaler com- 
mented. 

It is a great help to use someone the 
employes actually know about as an ex- 
ample, either someone presently out 
with a major disability, or someone who 
recently had major expense, and then 
show on the blackboard what the major- 
medical expense plan would have done 
for him, “We have not found it difficult 
to uncover such examples and, in fact, 
our representatives reported that they 
themselves were somewhat disturbed as 
to the possible effects on claim experi- 
ence by the actual case histories which 
they were able to use as examples.” 

It is advantageous to preface the in- 
troduction of an enrollment meeting 
with a short talk on the development of 
major-medical expense insurance and to 
give some introductions to the general 
concepts before reviewing the benefits 
and throwing the meeting open to ques- 
tions. 

The problem of underwriting pre- 
existing conditions is the one which 
most plagues Prudential’s underwriters. 
Mr. Thaler said that since this is a group 
coverage, the company has tried to take 
the position that preexisting conditions 
which are non-disabling in nature are 
not excluded. In the underwriting of a 








large group this procedure is probably 


Many Problems in Group 
Major-Medical Expense 


all right, he observed, but where a 
smaller group is involved, anti-selection 
may play an important part. In every 
case, of course, there is the chance that 
someone may take the company for a 
quick maximum claim. 

“I believe wives are the worst prob- 
lem,” Mr. Thaler declared. “At a meet- 
ing in New York a few weeks ago, 
someone indicated that they had in- 
stalled a major-medical expense plan 
recently and found that they had two 
major claims right away on wives who 
were regularly visiting psychiatrists 
twice a week. The employer figured 
that the effect of this plan on those par- 
ticular employes was to practically 
double their salaries, and the employer 
became concerned about the hiring of 
new employes.” 


Cites Social Objection 


The suggestion was made that it 
might be necessary to examine medically 
not only new employes, but also their 
dependents. “If this should often be the 
consequence of introducing this form of 
coverage,’ Mr. Thaler commented, 

“there could be real social objections. % 

Aetna Life is experimenting with an 
interesting solution to this problem, he 
remarked. Aetna requires that the em- 
ploye or dependent be free from medical 
treatment with respect to a preexisting 
condition for at least 90 days before con- 
sidering any expenses with respect to 
that disability as covered. 

The claim department has had some 
experiences of interest. When the pro- 
gram was first introduced, detailed 
claim instructions were prepared, as well 
as a set of claim forms. There were 
seven claim forms in all, one for each 
type of benefit, plus an employer state- 
ment and an employe statement. The 
sales department raised objections to 
the lengthy and complicated instructions 
and to the numerous claim forms. The 
result was a combined claim form, plus 
an employer statement and employe 
statement, or three forms in all. The 
claim department had considerable mis- 
givings about this second approach and 
they turned out to be justified. The first 
employer on whom it was tried objected 
strenuously to the combined form, and 
requested separate forms. He felt that 
from the employe’s viewpoint, the con- 
fidential nature of a doctor’s statement 
regarding the diagnosis should not be 
made available to the druggist, x-ray 
technician, or any other non-technical 
person. From the doctor’s Mtge: it 
was felt that there would be many ob- 
jections to allowing his fee to be known 
to the nurse, druggist, physio-therapist, 
etc. Prudential is back again to separate 
claim forms, although on a revised and 
somewhat simplified basis. 

Prudential provides each employe a 
little booklet entitled ‘“Record of Major- 
Medical Expense” in which he can re- 

(CONTINUED ON PAGE 22) 
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SELECTION PROBLEMS 


Advocates New 
Concept of Normal 
Blood Pressure 


An unusually large turn out of home 
ofice lay and medical underwriters as 
well as agents was on hand for the Feb- 
ruary educational meeting of New York 
City Life Underwriters Assn. to hear 
talks on blood pressures and home office 
attitudes on underwriting problems. 

Admitting that blood pressure is only 
one fact to be considered in evaluating 
the heart or circulatory system for un- 
derwriting purposes, Dr. Arthur M. 
Master, cardiologist at Mt. Sinai Hos- 
pital, New York, reported on the basis 
of a study of some 74,000 cases that, in 
general, physicians will have to raise 
the blood pressure readings they have 
heretofore regarded as normal. 

He presented a variety of charts 
which indicated that current ideas of 
blood pressure norms are pegged too 
low, for, according to them, most of the 
people beyond age 45 have high blood 
pressure. s,s 

He said, however, that the limits de- 
veloped in his research had no direct 
applications to the practices of life com- 
panies in respect to readings. He said 
that his research was for clinical not 
insurance purposes. In general, he said 
he was not primarily concerned with 
life insurance work and that the clinician 
is interested in the individual patient 
while the insurer is interested in the 
outlook for the group. 

His studies were undertaken originally 
at the request of the navy but were 
concluded on receipt of a grant from 
one of the life companies. 


Blood Pressure Norms 


Discussing hypertension, he said in- 
vestigations have indicated that blood 
pressure normally increases in a signif- 
icant manner with age and is somewhat 
higher in females than males after age 
45. He said that, using commonly ac- 
cepted criteria, many investigators have 
pointed out the relatively high incidence 
of so-called hypertension in the norma 
population. He said it has been a com- 
mon observation of many. -physicians 
that people with blood pressure read- 
ings above the commonly accepted limits 
may live out their normal life span with- 
out complications related to their blood 
pressure. All of these studies, he said, 
indicate the necessity for revising up- 
ward the figures that are commonly 
accepted as normal blood pressures, 
particularly in the middle and upper 
age groups. 


May Need New Limits 


Based on his research he has proposed 
new definitions according to sex and 
age. As a result, he said many people 
will now receive reassurance from their 
doctor because blood pressure readings 
hitherto considered significant are prob- 
ably not so in some cases. He said 
many widely accepted theories in medi- 
cine will have to be reconsidered. For 
example, it has been accepted that high 
blood pressure is a factor in coronary 
thrombosis and that it is the most com- 
mon cause of enlargement of the heart. 
He said these matters would have to 
be reinvestigated. 

While there have been many improve- 
ments in medical methods, and though 
there has been an improvement in gen- 
eral mortality, the mortality on definite 
serious impairments probably has not 
improved, Andrew C. Webster, manager 
of selection of Mutual Life, said. For 
example, while the incidence of such 
impairments as tuberculosis in the 
population has decreased, the mortality 
of applicants with the disease hasn’t 
changed. 

He pointed out that if the expected 
mortality was 3 in a 1,000, and 4 per 
1,000 die, the company will have a 
mortality of 133% on the given im- 
pairment. If it is reduced to 2 per 1,000 





.and three died the mortality will be 


150%. 

Mr. Webster, who was in his usual 
good form as a raconteur, said that 
insurers look forward to having mor- 
tality experience “as good as we should 
have.” He contrasted that with ex- 
perience “as good as we want,” which 
he said companies never expect to get. 


Paying for Mortality 


He explained the rationale of home 
office underwriting methods and_bal- 
anced the conflicting interests of the 
field and what a company regards as 
sound underwriting in a rule of reason 
modus operandi. It is still a practical 
world, he said, and if a company is to 
extend its rates to a group which wili 
increase the mortality from 4 per 1,000 
to 5 per 1,000 by infusing a few risks 
below what it believes is standard into 
the unit, then someone is going to have 
to pay the extra mortality money. 

Mr. Webster said that “although the 
world may love the fat man,” insurance 
companies like “men with a lean and 
hungry look.” He cited Metropolitan 
Life statistics which compared the mor- 
tality of standard policyholders during 
a given period with those who were 
overweight and found that the moder- 
ately obese had a mortality 142% of 
standard and the markedly obese a 


mortality of 179% of standard. He said 
that mortality on overweights is no 
better than it was 30 years ago. 

On the other hand, the mortality 
of underweights has improved. He said 
also that figures indicate that where an 
insured reduces his weight and main- 
tains it, the mortality is favorable and 
there is justification for taking off a 
rating. 

He said home office men are often 
told that some other company is able to 
undertake a given practice because it 
is more skilled than others. Mr. Webster 
said that sooner or later, on the ques- 
tion of overweights it always finds out 
that it hasn’t made any money and it 
comes back to doing what it was doing 
before. “I know I don’t know what I’m 
doing about overweights but pretty soon 
the other fellows learn that they don’t 
know anything about them either.” He 
said, however, that overweight is much 
more often a cause of rating than a 
declination. He reviewed other under- 
writing problems and noted that com- 
panies are liberalizing their coronary 
occlusion underwriting standards. 





William M. Evans has become group 
supervisor at Los Angeles for Great 
West Life. He has been with Connecti- 
cut General at Los Angeles. 


Congleton Joins Prudential 

Prudential has appointed Richard J. 
Congleton, Essex county prosecutor and 
widely known New Jersey lawyer, as 
general attorney. He will be a senior 
member of the law department. He is 
a graduate of Princeton and of Rutgers 
law school. 


Reprint Willett Classic 

Now available in its first reprint is Dr. 
Allan H. Willett’s “Economic Theory. 
of ‘Risk and Insurance,” first published 
in 1901. 

This classic is available from_ the 
University of Pennsylvania Press, Phil- 
adelphia, for $2.25. 


Names Pa. Sales Head 


Reserve Life of Dallas has named 
Rhea D. Crowe sales manager for 
Pennsylvania, the 38th state in which 
the company has been licensed. He 
has been in the health and accident 
business for 3% years. 


ARTHUR E. BAGLEY, 71, retired 
radio physical director for Metropolitan 
Life, died at his home at Miami, From 
1925 to 1935 he led an estimated jour 
million persons through sitting up ex- 
ercises over the radio. 




















This is the plan . 
FOR JACK— 


& Dismemberment 


Sick benefit 


Newark, N. J. 
Houston, Texas 


e $1500 Life Insurance 
e $1500 Accidental Death 


e $25 Weekly Accident & 


Prudential security plans sell because they serve 


Jack Dorn’s Group insurance, available through his 
employer’s cooperation, gives him added family pro- 
tection in event of his death and funds to help pay 
the costs of personal or family disability. This pro- 
tection strengthens Jack’s security, relieves his worry. 
The result is that he’s a better employee, because his 
morale and cooperation are improved, his efficiency 
and production increased. 


oe 


FOR JACK AND HIS FAMILY- 
e $150 Medical Expense 


e $8 Daily Hospital 
Expense 


e $200 Surgical Expense 


Tom Hallet, the insurance man who sold this Group 
plan, says, “There’s real profit in Group sales. And 
thanks to Prudential’s all-round service to policy- 
holders—particularly the prompt payment of claims 
—you’ll find Prudential Group easier to sell. Pru- 
dential service sells Group—helps you keep it sold.” 


For top-notch Group service call The Prudential 


Agency nearest you. 


The above facts are based on an actual case, 
but of course true identities are not given. 


THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


Los Angeles, Calif. 
Toronto, Ont. 
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Why the Indianapolis Forum Flopped 


It would be satisfying to be able to 
report that the life insurance session in 
a series of adult education forums on 
how to buy insurance sponsored by the 
Indianapolis public schools was an out- 
standing success. As a matter of fact, it 
was something of a flop. It was not a 
failure because of the speakers; they 
were top-flight insurance men with good 
talks. It was not a failure because the 
audience showed no eagerness for in- 
formation; as a matter of fact, the in- 
terested audience kept the meeting run- 
ning overtime with questions. The meet- 
ing was a flop, because the individual 
life insurance men of Indianapolis had 
failed to show any interest whatever in 
the project. 

The life insurance meeting was widely 
publicized. All three Indianapolis news- 
papers carried full-length write-ups of it 
during the week preceding the session. 
There were spot announcements on all 
four radio stations in town and the 
committee of insurance men who plan- 
ned the series even made a 10-minute 
television appearance before the captive 
audience of the only TV station. 

Where the weakness obviously de- 
veloped was that basic attendance pro- 
motion was expected to be through the 
individual agent. Every member of the 
600-man Indianapolis association was 
approached directly, given literature to 
distribute on his calls and asked to 
pledge himself to bring at least two 
members of the public in his own car. 
Aid of every manager and general agent 
in town was enlisted. A strong attempt 
was made to sell them on the value to 
their agents of bringing people to a 
third-party sponsored meeting, designed 
to make the public better buyers of life 
insurance. 

The whole meeting drew only 75 
people and there were only seven life 
insurance men in the audience. 

It was significant that what audience 
there was was a good and highly in- 
terested audience. A half-hour period of 
questions to the panel drew more written 
inquiries about life insurance and life in- 


surance buying than could be answered 
even with a 15-minute overtime period. 
H. C. Graebner, dean of the college of 
business at Butler university, who had 
been scheduled for a 20-minute talk, was 
delayed in getting in from Chicago. He 
offered to give his talk after the close 
of the meeting for anyone who cared to 
stay. Despite the fact that the meeting 
had already run a half an hour overtime, 
two-thirds of the audience remained to 
hear his presentation. 

One observer commented, “In other 
words, the public is interested in learning 
about life insurance, but agents aren’t 
interested in seeing they get a chance, 
not even when it would make them 
better customers.” 

One member of the committee which 
planned the meeting said, “The tragic 
part is that we have long discussed, in 
association and other meetings, the 
necessity of awakening our public shool 
administrators to the need for teaching 
life insurance in the public schools. The 
lack of cooperation among life insurance 
men on this project gives the schools a 
perfect rebuttal for any proposals that 
something on life insurance be put in the 
high school curriculums. They can say, 
‘If the life insurance business doesn’t 
think it’s worth the effort to get the 
adult buying public out to education on 
life insurance, how can it be important 
to teach it to school children’?” 

No blackboard diagram of the moral 
of this story need be drawn. It points up 
a comment made recently by a leader in 
the industry that “the life insurance 
business has a long way to go before it 
understands public relations.” Needless 
to say all the panel members were 
keenly disappointed over the outcome. 
They had held several full-dress re- 
hearsals, spent countless hours of time 
trying to make at least a few members 
of the public a little better buyers for 
the life insurance men, who didn’t take 
enough interest to bring themselves or 
their clients to the meeting. The com- 
mittee feels that its thanks had consisted 
of a kick in the pants. 


Insurance Has to be Sold 


Insurance is not something that 
people people will voluntarily buy to 
any great extent. Now and then some- 
one may feel the need of protection, 
especially along property lines. It is 
seldom that he seeks to add to his per- 
sonal insurance. Therefore in all lines of 
insurance the salesman is needed. The 
business of insurance has grown in this 


country because of field workers who 
were out on the firing line, telling the 
people about various forms of insurance 
and what they do. It is the salesmen of 
insurance that are responsible for its 
tremendous strides and its expanded 
facilities. Too much credit, therefore, 
cannot be given to the men who do 
the contacting with insurance buyers. 


PERSONALS 


DEATHS 





James T. Curtin, resident manager of 
the National Underwriter Co. at New 
York City, is recovering from an illness 
at the Physicians Hospital, 74th street 
and 34th avenue, Jackson Heights, 
N. Y. Mr. Curtin became ill March 3. 
He will probably stay in the hospital 
until about March 24. 

Paul Mountcastle, chairman of Life 
& Casualty, a licensed pilot, has been 
named to the aviation committee of the 
Nashville chamber of commerce. 

Francis V. Keesling, chairman of 
West Coast Life, is en route to England 
and other European countries with Mrs. 
Keesling for an extended vacation. 

Vincent B. Coffin, senior vice-president 
of Connecticut Mutual Life, has been 
named program chairman for the bien- 
nial convention of the National Trav- 
elers Aid Assn. at San Francisco March 
20-22. 

L. M. Peet, president of Farmers Life 
of Des Moines, has withdrawn as a 
‘Republican candidate for Congress in 
Iowa. He recently announced he would 
seek the nomination. 

W. C. Cox, executive vice-president 
of First National Life, has been named 
chairman of the membership commit- 
tee of the Houston (Tex.) Farm and 
Ranch Club. 

Paul C. Kaul, general agent for Con- 
necticut Mutual at Omaha, spoke on 
life insurance at a meeting of the 
Nebraska Federation of Women’s Clubs 
at West Point, Neb. 

H. Ladd Plumley, president of State 
Mutual Life, told members of the 
Rotunda Club of Richmond that private 
enterprise insurance can handle the 
entire needs of the American people. 
He was accompanied by Robert H. 
Denny, vice-president and superintendent 
of agencies. 

Charles E. Becker, Jr., assistant to 
the president of Franklin Life, has be- 
come engaged to Molly McLain of 
Springfield. Mr. Becker is the son of 
the president of Franklin Life. 

Norman C: Homiller of the under- 
writing department of the home office 
of Franklin Life has been appointed 
assistant fegistration and information 
director of the Springfield civil defense 
administration. He was active in civil 
defense at Washington, D. C., during the 
last war. 

Robert C. Johnson, assistant comp- 
troller for Union Central Life, has been 
named general vice-chairman and finance 
chairman of the midwestern spring con- 
ference of the Controllers Institute May 
25-27 at Cincinnati. 








Investment Commitments 
Take Big January Dip 


WASHINGTON — Commitments to 
acquire loans and investments entered 
into during January by 45 life insurance 
companies, whose combined assets repre- 
sent 85% of all life company assets, 
totalled nearly $652 million, roughly 
$132 million less than the total of new 
commitments made in December: of last 
year, according to the National Volun- 
tary Credit Restraint committee. 


Dr. C. C. Criss, a 
A. & H. Pioneer, 
Dies at 72 


Dr. C.-C. Criss, 
tual Benefit H. & 
Life, and president 
of United Benefit 
Fire, died Sunday 
of a heart attack. 
He was 72 years 
old. 

Dr. Criss gradu- 
ated from Creigh- 
ton Medical School 
in 1912. While he 
was attending 
school, he was an 
insurance salesman, 
and in 1909 had 
started his connec- 
tion with the newly 
organized Mutual 
Benefit H. & A. He gave up his 
medical practice to become treasurer and 
manager of that company, which under 
his direction became the largest indi- 
vidual accident and health insurer in 
the world. 

In 1933, Dr. Criss was elected presi- 
dent of Mutual Benefit. United Benefit 
Life was organized in 1926 with Dr, 
Criss as the first president. The com- 
pany now has nearly $1 billion insurance 
in force. United Benefit Fire was or- 
ganized in 1947 with Dr. Criss as the 
first president. 

On his 70th birthday in 1949, Dr. 
Criss resigned as president of Mutual 
Benefit H. & A. and United Benefit Life 
to become chairman of both companies. 
He continued as president of the United 
Benefit Fire. 

Dr. Criss’ widow, Mrs. Mabel L. Criss, 
is vice-president in charge of personnel 
and planning of Mutual Benefit, and his 
brother, Dr. Neil Criss, is treasurer 
and medical director of the companies. 


H. R. Bassford Dies; 
Metropolitan Life's 
V.-P., Chief Actuary 


NEW YORK—Horace R. Bassford, 
62, vice-president and chief actuary of 
Metropolitan Life 
and_ internationally 
recognized as an 
oustanding leader 
in his_ profession, 
died suddenly 
Wednesday at Fort 


chairman of Mu- 
A., United Benefit 


Dr. C. C. Criss 





Lauderdale, Fla., 
where he was va- 
cationing. 


Mr. Bassford was 
elected president of 
Actuarial Society of 
America in 1947. 
In i was 
chie elegate 0 

H.R. Bassford Actuarial ioc to 
the centenary assembly in London of 
British Institute of Actuaries, of which 
he was elected an honorary fellow. 

He graduated from Trinity College. 
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He continued his studies at Brooklyn 
Polytechnic Institute and graduated in 
1914 with a degree in electrical engi- 
neering. While there he taught school 
and for a year was with the Thomas A. 
Edison laboratories. 

He joined Metropolitan in 1915 as 
a clerk in the actuarial division and in 
1919 was placed in charge of the newly 
organized group life and health section. 
He studied actuarial science intensively, 
becoming a fellow of the Actuarial So- 
ciety in 1920. He became assistant ac- 
tuary in 1923, actuary in 1936 and. vice- 
president and chief actuary in 1944. He 
received an honorary master of science 
degree from Trinity in 1948. At the 
time of his death he was president of 
the New York Assn. of Trinity Alumni. 
He served as an artillery lieutenant in 
the first world war. 

Following the merger of Actuarial 
Society and the American Institute of 
Actuaries, in which he played a promi- 
nent part, he served as a member of 
the board of governors of the society. 
He was a member of American Mathe- 
matical Society, honorary member of 
Spanish Institute of Actuaries and the 
council of International Congress of 
Actuaries. 

FRANK McNABB, 46, former asso- 
ciate manager at Marion, Ind., of West- 
ern & Southern Life, died. He had been 
with the company 25 years and repre- 
sented it at Indianapolis, Shelbyville and 
Kokomo before going to Marion five 


_ years ago. 


JAN M. HEDRICKS, 51, assistant 
vice-president of Commonwealth Life, 
died at St. Anthony hospital, Louis- 
ville. Mr. Hedricks had been with the 
company since 1937. 

FRED S. GOLDSTANDT, 62, New 
York City general agent of Equitable 
Society, died at Doctors Hospital after 
a short illness. He had been with Equi- 
table more than 40 years and was one 
of the pioneer life insurance men in 
Oklahoma, then a territory, serving as 
general agent there for many years. He 
went to New York 26 years ago. He 
was a life member of the Million Dollar 
Round Table, former president of Mid- 
town Managers Assn. and Equitable 
board of managers and for many years 
was chairman of the life insurance divi- 
sion of Federation of Jewish Philan- 
thropies. 


ERWIN HOFFMAN, 70, who spent 45 
years with Metropolitan Life at Colum- 
bus, O., died at Fort Lauderdale, Fla., 
where he moved five years ago. 

Air Force Captain HAROLD C. BAL- 
LARD, son of A. J. Ballard, general 
agent for Minnesota Mutual Life at San 
Antonio, died in an air crash at Hensley 
field, Dallas. 

JOHN H. FERTIG, 82, in the actuarial 
department of Northwestern Mutual Life 
for 50 years before his retirement in 
1938, died at Milwaukee following a 
heart attack. 


Convention Dates 


March 17-19, Small companies spring 
conference o LI.A.M.A., Edgewater 
Beach Hotel, Chicago. 

March 17-18, general agents and man- 
agers conference of N.A.L.U., Chicago. 

March 17-20, midyear meeting of Na- 
tional Assn. of Life Underwriters, Chi- 
cago. 

March 20-22, N.A.I.C. Zone 5, Baker ho- 
tel, Dallas. 

March 27-28, Life Insurance Adver- 
tisers Assn., Eastern Round Table, St. 
Moritz hotel, New York City. 

March 31-April 1, N.A.I.C. Zone 2, Ho- 
tel Roanoke, Roanoke, Va. 

March 31-April 3, N.A.I.C. blanks com- 
mittee, Hotel Commodore, New York. 

April 1-2, American Life Convention, 
regional, Hotel Marion, Little Rock. 

April 7-8, L.I.A.M.A. A. and H. spring 
conference, Drake hotel, Chicago. 

April 8-9, American Life Convention, 
regional, John Marshall hotel, Richmond. 

April 17-18, Life Insurance Advertisers 
Assn., North Central Round Table, Park 
Plaza hotel, St. Louis. 

April 21-23, Home Office Life Under- 
writers Assn., New York City. 

April 23-25, Life Insurers Conference, 
or Gulf hotel, Edgewater Park, 

ss. 





April 24-25, N.A.I.C. Zone 3, Long Beach 
Resort, Panama City, Fla. 

April 27-29, Southern Round Table of 
Life Insurance Advertisers Assn., Jung 
hotel, New Orleans. 

May 5-7, L.I.A.M.A. large companies 
conference, Westchester Country Club, 
Rye, N. Y. 

May 16-17, Illinois State Assn. of Life 
Underwriters annual meeting, Hotel 
Faust, Rockford. 

May 19-20, Insurance conference Amer- 
ican Management. Assn., Hotel Statler, 
New York City. 

May 26-28, L.I.A.M.A. combination com- 
panies conference, General Oglethorpe 
hotel, Savannah, Ga. 

May 26-28. H. & A. Underwriters Con- 
ference annua}, Cosmopolitan hotel, Den- 
ver. 

May 26-27, Life Office Management 
Assn. conference, Broadmoor hotel, Colo- 
rado Springs, Cal. 

May 30-June 1, Consumer Credit In- 
surance Assn., annual, Hot Springs, Va. 

May 28-29, Life Insurance Assn. spring 
meeting, Homestead, Hot Springs, Va. 

June 4, Fraternal Actuarial Assn., 
Edgewater: Beach Hotel, Chicago. 

June 13-17, Million Dollar Round Table, 
annual, Mt. Washington hotel, Bretton 
Woods, N. H 

June 16-19, International Assn. of A. & 
= ae annual, Asbury Park, 


June 22-25, N.A.I.C. annual convention, 
Conrad Hilton hotel, Chicago. 

June 26-28, American Life Convention 
yo section, Homestead, Hot Springs, 

a. 

Sept. 8-12, National Assn. of Life Un- 
derwriters annual convention, Atlantic 
City. 

Sept. 21-23, 
Assn. conference, 
tel, Cincinnati. 

Sept. 22-24, 
Chalfonte-Haddon Hall, 


Life Office Management 
Netherland-Plaza ho- 


L.O.M.A. annual meeting, 
Atlantic City. 


\ 





Budget Inflationary, Says Nadler 


President Truman’s estimated $14.4 
billion budget deficit for the fiscal year 
1953 “does not augur well for the 
United States and the free world” be- 
cause of its inflationary character, ac- 
cording to Dr. Marcus Nadler, econo- 
mist and professor at New York Uni- 
versity, who has addressed a number of 
life insurance meetings. 

Dr. Nadler made his statement in a 
report to the Hanover Bank & Trust 
Co. of New York City, of which he is 
consulting economist. He warned that 
a deficit of such magnitude may renew 
the spiral between wages and prices 
and not only increase the cost of the 
defense program but also weaken the 
morale of people at home and that of 
our allies. 

He proposed that the budget be cut 
by $5 billion to $7 billion through 
economy and elimination of waste, con- 
tending that by this expedient the bud- 
get on a cash basis would be virtually 
balanced and the Treasury would not 
need to borrow any additional funds 
in the open market and hence would 
not contribute to the inflationary pres- 
sure. 





Selling by Wire Recorder 


Doyle M. Smith, general agent for 
Penn Mutual at Sacramento, made a 
wire recording of a talk on partnership 
insurance. This wire recording was bor- 
rowed by several general agents who 
wanted to transcribe to a tape record- 
ing. One of these general agents, Wil- 
liam D. Hagen of Spokane, selected a 
new local sound recording company to 
transcribe the talk. In the process the 
recorders had to listen carefully during 
the actual transcription and listen again 
to the finished tape to check the result. 
One of the owners of the sound record- 
ing organization, a partner by coinci- 
dence, approached Mr. Hagen and told 
him that they were much impressed by 
the talk. One of the Penn Mutual agents 
in Spokane is now presenting the details 
of the plan to this partner. 





Lesser of Two Threats 


Everyone seems in accord that the 
approach of regulation 21 to stabiliza- 
tion of pensions is far preferable to the 
setting up by WSB of detailed criteria. 
The industry members agree, but are 
far from satisfied with other aspects of 
the present approach. They conclude 
that freedom of choice in choosing a 
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plan includes also the freedom of choice 
not to establish any plan. They have 
restated their position that pensions 
should remain within the 10% allowable 
increase under regulation 6 and state 
that their voting for regulation 21 ex- 
pressed a preference without enthusiasm 
for the lesser of two threats to stability. 





Video Voids Night Calls 


Television appears to be hampering 
the success of those life agents who 
do much of their selling at night. Night 
appointments are frequently virtually 
nullified by the interference of the 
family video. It has been suggested 
also that some agents have been neglect- 
ing their night calls, real or prospec- 
tive, because of their own interest in 
television. 

One agency director has commented: 
“If I were head of a company, I would 
most certainly discourage the use of 
television sets as prizes or bonuses for 
production. A great volume of high 
average policies are sold at night con- 
ferences between the agent, the hus- 
band and the wife. It is at such con- 
ferences that many family coverage 
programs are campleted. I have already 
heard where previously arranged night 
interviews have been disrupted by the 
family interest in some Hopalong Cas- 
sidy show.” 








Insurance Luncheon Apr. 28 

WASHINGTON — An _ insurance 
luncheon April 28 will be a feature of 
the U. S. Chamber of Commerce annual 
meeting April 27-30, A. L. Kirkpatrick, 
manager of the chamber’s insurance de- 
partment, announces, 





T. B. Harrison, 
the new = superin- 
tendent of agencies 
at Jackson, Miss. 
for Pilot Life, re- 
signed as vice-pres- 
ident. in charge of 
agencies for Volun- 
teer State Life, to 
accept the new po- 
sition. He will be 
in charge of the 
western territory of 
Pilot. He is widely 
experienced in 
agency and field 1. B. 
work. 





Harrison 
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Last year these ten men 

earned a total of 
$143,664.00—IN CASH. 

They all say that 

there was nothing extraordinary 
about their performance. 
Franklin merchandise 


made it easy. 







> Lhe Priendly 
pam TRANNY TALI COMPANY 


CHAS, E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over a Billion Dollars of Insurance in Force 
$205,000,000 gain in insurance in force during 1951 
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WILLIAM G. MEUSER 
MICHIGAN 
$18,152.00 


Nine years with Franklin 


JAMES B. TISDALE 
ALABAMA 
$12,508.00 


Five years with Franklin 


No previous insurance experience 


JOHN J. PEARCE 
DELAWARE 

$11,387.00 

Third full year with Franklin 


EVERETT L. HOTT 
ILLINOIS 
$11,376.00 


Five years with Franklin 


No previous insurance experience Fi 


HERBERT BAUM 
CALIFORNIA 
$15,268.00 


Six years with Franklin 


GEORGE SACKS 
PENNSYLVANIA 


” $15,040.00 


Three years with Franklin 


No previous insurance experience 


CHARLES E. CASSETTY 
TENNESSEE 
$10,101.00 


First full year with Franklin 


No previous insurance experience 


ERVIN E. STEIN 
CALIFORNIA 
$21,757.00 


Four years with Franklin 


KEITH S. ABE 
HAWAII 
$12,335.00 


Four years with Franklin 


No previous insurance experience 


RUSSELL W. HUETHER 
MISSOURI 
$15,740.00 


Seven years with Franklin 
No previous insurance experience 
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Connecticut General Life has ap- ss General Agent at Dallas A talk on “The Life Underwrj ni 
pointed Hobart H. Rockwell manager Time Names Managers Ohio National Life has appointed G. Training Course and What It Mean Ge 
at Erie, Pa. to succeed Charles R. Time Ins. Co. of San Antonio has Wayne Randall Life Insurance Management” was given Plan 
Pixler, who will retire to personal pro- opened a city agency office there. Lee general agent at by Levi E. Bottens, director of admin. 
duction after 25 years with the com- Pearson, formerly with American Hos- Dallas. Mr. Randall ‘stration of L.U.T.C., before Life Insur. The G 
pany. ne _ pital & Life, is manager. A new agency has been an out- @”ce Managers Assn. of Los Angeles, A 
Mr. Rockwell joined the company in for the company has been opened at standing producer He traced the growth of L.U.T.C, its est 
purpose and method of operation, He aval bu 


' 1940. Since 1949, he has been assistant Fort Worth, with W. D. Shropshire, since entering the D 
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manager at Buffalo. Mr. Rockwell's formerly with National Bankers Life, as business in 1922 - Featur 
father, Lemuel M. Rockwell, is gen- manager. A. E. Fleming, formerly with after graduation ‘espect to high turnover of agents and a be 
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ield associates of the Equitable Life of tered the business tant Eile, tod 2 round table. discuss een 
‘ ‘ . with Metropolitan on how soon an agent should start sell- | ; 
lowa are equipped for success. A direct ‘mail Life in 1031. ing, at a meeting of the Buffalo Gener a . oe 
system and a constructively developed range of pro- ot x pine go eee ag 
motional material provide effective pre-approach ue. Oe Awards Made at Rochester ae 
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"SALES MEETS 


Mass. Mutual 
General Agents 
Plan Meet 


The General Agents Assn. of Massa- 
chusetts Mutual Life will hold its an- 
nual business conference March 17-19 
at Hollywood, Fla. 

Featured speaker at the first session 
will be Jewell W. Tyson, Richmond. 
George W. Steinbach, director of group 
sales, will follow. A panel on “Our 
Responsibility to Established Organiza- 
tion,” composed of Kenney E. William- 
son Peoria; Harry C. Copeland, Jr., 
Syracuse; Harry I. Davis, Atlanta, and 
Calmon P. Mendel, Savannah, will con- 
clude the session. 

Panels on the financial management 
of an agency, led by Kenneth W. Perry, 
director of agencies, and “Profits in the 
Brokerage Business,” led by Donald C. 
Keane, New York City, will highlight 
the second session. E. Leo Smith, 
Indianapolis, Earl C. Jordan, Chicago, 
and Lawrence H. Shoughrue, director of 
agency costs, will assist in the financial 
panel, Participating in the panel on 
brokerage business will be Jacob S. 
Karp, Brooklyn, Gordon S. Miller, 
Philadelphia, and Miles W. McNally, 
Minneapolis. Company vice-president 
Richard C. Guest will analyze current 
trends in an address between panels. 

John W. Yates, Los Angeles, will 
coordinate a series of forums on “Build- 
ing Permanent New Organizations” at 
the final session. Discussion leaders 
will be’ Clarence E. Pejeau, Cleveland; 
Lovell H. Cook, Springfield, Mass.; 
Clarence A. Grimmett, Jr., Rochester, 
4 Y., and Silas G. Johnson, Madison, 

is. 

Company vice-president Charles H. 
Schaaff will conclude the conference 
with a talk on section 213 of the New 
York state insurance code. 








Mutual Benefit Life General 
Agents Convene March 24 


The 1952 meeting of the general 
agents of Mutual Benefit Life will be 
held March 24-27 at Belleaire, Fla. 
Following the welcoming address by 
John S. Thompson, company president, 
Richard E. Pille, vice-president of agen- 
cies, will discuss “The General Agent, 
the Top Agent of All.” John A. Ers- 
kine, Pittsburgh, and H. Douglas 
Palmer, company director of training, 
will also speak. The first session will 
close with a seminar on financial man- 
agement of general agencies led by Ben- 
Jamin D. Salinger and Leland O. 
Nashem, New York City, and Hollis L. 
Woods, Hertford. Seminar assistants 
will be Robert H. Stevens, assistant to 
the director of agency supervision; H. 
Preston Smith of the agency depart- 
ment, and Edward C. Hawes, director of 
Analagraph training. 

Speakers and their topics at the sec- 
ond session will be Clay Hamlin, Buf- 
falo, N. Y., “Thoughts that Lead to 
the President’s Club”; Ervin D. Hintz- 
peter, Bozeman, Mont., who will describe 
Is experiences in agency building, and 
M. James Houlihan, Flint, Mich., who 
will discuss how his agency entered the 
usiness insurance field. The round 
table seminar on “More Sources of Busi- 
ness” will be moderated by C. Carney 
Smith, Washington, D. C.; John 
Wilson, Seattle, and Francis J. Conlin, 
Spokane. 

William T. Earls of Cincinnati, will 
open the third session with a discussion 
on how to groom an agent for the Mil- 
lion Dollar Round Table. A panel fea- 
turing George B. Gordon, director of 
advanced underwriting; Solomon Huber, 
Edward L. Rosenbaum, and Arthur V. 
Youngman, New York City; John W. 
town, Louisville; Lloyd Ramsey, Mem- 
phis; Paul W. Cook, Chicago, and C. 
Carroll Otto, Detroit, will discuss “Prob- 
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lems | and Profits with Property Plan- 
ners.” 

Thomas G. Murrell, Los Angeles, will 
conclude the meeting with a talk on 
“Unrecorded Specifics of Management.” 





Occidental of California 
Plans Told at Convention 


Occidental of California plans for 1952 
were outlined by company President 
Horace W. Brower at the western re- 
gional convention at San _ Francisco. 
Business sessions were devoted to ad- 
vertising and sales plans. W. B. Stan- 
nard, vice-president, distributed produc- 
tion awards. 





State Mutual General Agents 
Plan April Roanoke Meet 


The General Agents Assn. of State 
Mutual Life will meet at Roanoke, Va., 
April 3-5, before the company’s national 
field conference set for White Sulphur 
Springs, W. Va., April 7-9. 

Theme of the meeting will be “Man- 
aging a State Mutual Agency in 1952.” 
H. Ladd Plumley, company president, 
and Robert H. Denny, vice-president, 
will speak. 


NEWS ABOUT 


West Coast Mortgage 
Protection Rates Reduced 


West. Coast Life has reduced most 
rates for its mortgage protection policy 
and reduced rates at the older ages on 
the family income rider. Reduction on 
the mortgage policy range up to $1.10 
per $1,000. The rates for $10 units of 
family income rider have been reduced 
at the older ranges with reductions 
ranging as high as $2.64 for $10 unit 
under the 15 year plan. Rates have been 
increased slightly at the younger ages 
with a maximum increase of $.46 at age 
20 under the 15 year plan. 

Rate reductions for the family in- 
come rider at the older ages range as 
high as $5.25 for a $20 unit at 50 under 
the 15 year plan. Rates for $20 units, 
under the 10 and 20 year plans, have 
been slightly increased at the younger 
ages with a maximum increase of $.69 
at age 20 under the 20 year plan. 








New Cash Refund Annuity 


Loyal Protective Life has brought out 
a single premium cash refund annuity, 


LIFE POLICIES 





which can be issued with income com- 
mencing immediately or on a deferred 
income basis. 


A. D. & D. Limits. ncreased 


Substantially increased limits for ac- 
cidental death and dismemberment bene- 
fits issued in conjunction with life in- 
surance have been announced by Pacific 
Mutual Life. New A. D. & D. limits 
will be as high as $50,000 for men and 
$25,000 for women. 


Massachusetts Mutual Rider 


Massachusetts Mutual Life will soon 
issue a disability rider with five-year 
convertible term policies that will pro- 
vide for waiver of premiums, disability 
income of $10 per month per $1000 of 
insurance, and automatic conversion at 
the end of the term period to ordinary, 
if the insured should still be disabled. 


Revise Juvenile Policies 

Life of Virginia will pay the principal 
amount due on juvenile policies immedi- 
ately upon death. At age 0, the amount 
will be $250 per $1,000 the first policy 
year. 








Complete Group Coverage 























The LNL representative can offer his 
Group prospects a complete line of em- 


its field men. 


The 
LINCOLN 


ployer-employee benefit programs at low 
net cost. He stands ready to meet the 
prospect’s needs — whether for life, dis- 
ability, or retirement plans. 


Lincoln National’s Group insurance 
service provides another reason for our 
proud claim that LNL is geared to help 


NATIONAL LIFE 


INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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AMONG COMPANY MEN 





Southland Promotes 
Eight Executives 


Southland Life has promoted Dan C. 
Williams to first vice-president; John E. 
Mangrum to vice- 
president and ee: 
treasurer; W. L. 
Candler to vice- 
president adminis- 
trative officer; 
Vernon Cox to 
vice-presi- 
dent; John L. 
Evans to secretary; 
Everett Haydon to 
associate actuary 
and assistant sec- 
retary; R. B. Cap- 
linger to assistant 
secretary, and D. G. 
Hendrix to assist- 
ant secretary and assistant treasurer. 

Elected to the board of directors were 
Ray W. Willoughby, San Angelo banker 
and rancher; H. D. Shuford, Tyler gro- 
cer; Ben G. Sewell Houston attorney, 





W. L. Candler 


and W. S. Dorset, food executive of 
Sherman. : 
Mr. Williams has been vice-president 





Williams 


Dan C. John L. Evans 

and a director since 1944. He is a Texas 
university graduate and a petroleum en- 
gineer. Mr. Mangrum has been vice- 
president, assistant treasurer, and di- 
rector. He started with the company as 
an office boy in 1933. Mr. Candler has 
been with Southland Life since 1939 
when he graduated from Texas univer- 


sity. Mr. Cox formerly was general 





















ASSETS 


Bonds. (Amortized Value) $44,230,455.47 


. &. 
Government $ 5,892,875.00 


State and 


Municipal ... 2,283,495.60 


vu. Ss. 

Railroads ... 5,754,418.41 
Public Utilities 11,276,731.39 
Canadian .... 2,475,272.91 
industrial .... 16,547,662.16 


Stocks (Preferred $1,955,233.95; 


Common $816.171.40) ...... 2,771,405.35 
First Mortgages (Farms 

$1,325,495.48; 

City $5,587,201.56; 

F.H.A. $6,986,904.04; 

G.1. $1,847,908.23) ......... 15,747,509.31 
Real Estate (Home Office 

$34,268.83; Sold Under 

Contract $15,740:53: 

Investment $287,933.81) ... 337,943.17 
Loans on Policies ........... 3,510,683.27 
Cash in Office and Banks .. 988,831.19 
Accrued Interest and Rent .. 712,472.72 
Due from Reinsurance 

DOMMES sé vcccctevensece 692.89 
yeferred and Unreported 

Premiums and Misc. items 

(Less Non Admitted) ...... 874,189.68 

Ccccvecesveccesosese $69,174,183.05 





Paid to P s and B 


Insurance in Force December 31, 1951 


Increase in Insurance in Force 
\increase in Assets 


HOME OFFICE 


BAUNIRIIRS IES 
OF NEBRASIKA 


ANNUAL REPORT 


DECEMBER 31, 1951 


RECORD FOR 1951 


y ficiaries Since 1887 
insurance Issued, Revived.and Increased ... .........-000sececeees 





LIABILITIES 


Policyholder Reserves 


Policy 


Reserves ....$53,890,814.00 


Supplementary 


Contracts .. 3,394,844.00 


Prepaid 
Premiums ... 


Dividends Left 
at Interest .. 


1,742,310.00 
1,867,540.67 


Premiums Paid in Advance 
and Accounts Accrued 59,390.43 
rite to Policyhol 
Payable in Following 
Years and Reserves 

for Deferred Dividends 





487,621.78 


Reserve for Taxes Payable 








in Year Following ........ 250,000.00 
Reserve for Retirement Plans 1,150,402.00 
Death Claims Reported, No 

Proofs incl. $91,820.00 Re- 

serve for not Reported ..... 165,167.00 
Reserve For Miscellaneous “ 
Small Accounts... 139,027.59 
Security Valuation Reserve 162,056.76 
Reserve for Fluctuation in 

Asset Values ............. 550,000.00 
Additional Funds for Protec- 

tion of Policyholders ...... 5,315,008.82 
TERM .cccvccccccocccccees $69,174,183.05 


LINCOLN 














manager of the combination division at 
Washington, D. C., and assistant secre- 
tary of the company. He remained in 
charge at Washington, having been sec- 
retary there for Continental Life, pur- 
chased two years ago by Southland. Mr. 
Evans started with Southland in 1942 
as agency secretary and subsequently 
was manager at Dallas, and assistant 
secretary. 

Mr. Haydon was actuary of Continen- 
tal Life prior to the merger. Mr. Cap- 
linger has been with the company for 
more than 30 years and remains as chief 
underwriter. He is a past president of 
the Institute of Home Office Under- 
writers. Mr. Hendrix started with the 
cashier’s department in 1919, and will 
continue as an assistant secretary. 





New York Life Raises Norton 
to Agency Vice-President 


New York Life has appointed Paul 
A. Norton agency vice-president, and 
Andrew H. Thom- 
son and James D. 


Dunning assistant 
vice-presi- 
dents. Emery F. 


Peabody has been 
named executive 
assistant and Rob- 
ert P. Stieglitz be- 
comes director 
of college relations. 
William H. Christ- 
man has been 
named. assist- 
ant manager of the 
actuarial depart- 
ment in charge of 
the dividend division. Mr. Norton has 
been assistant vice-president in charge 
of group sales for the past year. Prior 
to that he was superintendent of agen- 
cies in charge of the management train- 
ing program and supervisor of the field 
training division. He has been with the 
company since he was a. student at 
Nebraska State College, serving in 
Cedar Rapids, Worcester, and becoming 
manager at Boston in 1942. He be- 
came manager at Philadelphia two years 
later and in 1947 was named assistant 
superintendent of agencies for the 
southeastern division and Texas. 

Mr. Thomson has been director of 
sales promotion and Mr. Dunning has 
been director of accident and sickness 
sales. Messrs. Peabody and Stieglitz 
have been administrative assistants. 


New England Mutual Names 
Lawthers, Clift. Fostiak 


New England Mutual Life has ap- 
pointed W. James Lawthers and Carlton 
E. Clift assistant secretaries for opera- 
tions, and Boris Fostiak manager o 
policy loans. 

Mr. Lawthers has been with the com- 
pany in the medical and actuarial de- 
partments since 1924. In 1941, he be- 
came manager of policy loans, and as- 
sistant secretary in 1949. Mr. Clift join- 
ed the coordinator’s office in 1932, and 
became coordinator in 1950. Mr. Fostiak 
has been in the actuarial control, and 
policy loan departments since joining 
the company in 1925. 





Paul A. Norton 








Montgomery in New Field 


W. Ray Montgomery, formerly vice- 
president and treasurer and director of 
Southland Life, has resigned those posts 
and has sold his stock in Southland to 
give his full time to the management 
of Realty Trust Co. of Dallas, of which 
he has become president, 





Baltimore Life Names Swett 


Baltimore Life has appointed Paul P. 
Swett, Jr., vice-president and _ treas- 
urer; Dudley Shoemaker, Jr., assistant 
vice-president, and Carl O. Olson su- 
pervisor of accounts. The following 


were also appointed assistant  secre- 
taries: J. Carroll Rhodes, Louis H. 
Soule. Edward. Gosling. Harry Hum- 


phreys, and Charles E. Sauers. 


May Revoke N. D. Licenses 


for “Improper Advertising" 


BISMARCK, N. D. — Commissione 
Jensen threatens to revoke licenses oj 
insurers which use misleading advertis. 
ing. ‘He said that only three or foy 
companies are involved, mainly com. 
panies writing health insurance. 

Most of the misleading advertising 
Mr. Jensen said, is misleading in what jt 
does not say, rather than in what it says. 
“The over-all effect is to give the reader 
an impression of coverage different from 
that contained in the policy,” he said, 

When the insured tries to collect q 
claim, the commissioner continued, he 
“is doomed to bitter disappointment” be. 
cause he thought he had something dij. 
ferent from the coverage contained jp 
the policy. He says his department has 
the authoritv to revoke the license of q 
company for improper practices. It has 
depended on voluntary cooperation of 
companies, but “if voluntary methods do 
not succeed, then other and more strin- 
gent measures will be used.” 





Hanor Fox River Speaker 


Carl Z. Hanor, Chicago, regional 
sales manager of Retail Credit Co., dis. 
cussed “Present Trends in the Life Ip. 
surance Industry,” at a dinner meeting 
of Fox River Valley Insurance Club a 
Neenah, Wis. 





Agents Awarded Damages 


A circuit court at Clinton, Tenn., has 
awarded $109,000 damages to Ronald F, 
Millsaps, and $1,000 to David Gatlin, 
life agents, as a result of injuries in- 
curred in an auto-truck collision last 
summer involving the Monday Trucking 
Co. of Clinton. Thomas G. Clymes of 
John Hancock, driver of the automobile, 
was killed instantly. 





John A. Hill, general agent for Aetna 
Life, has been named president of the 
Toledo community chest. 
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Check these points — 


Centrally located just 45 minutes 
from the heart of Chicago in 
suburban Highland Park. 
Stately Georgian buildings sur 
rounded by 2! beautiful wo 
acres overlooking Lake Michigan. 
No commercial distractions, 0 
city turmoil. Keep your men to 
gether in a quiet “country home 
work-inspiring atmosphere. 
Private beach and every recres 
tional facility on the grounds o 
close by. 

No extra charge for use of balk 
room and conference rooms 
varying sizes. 


~~ = 


v 


Convention or sales groups given first prefer 
ence year ‘round. Write tor full Informatics. 
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faylor Keeps Beneficial 
Cup: Three Others Honored 


The Taylor agency of Beneficial Life 
at Oakland, Cal., won permanent pos- 
gssion of the company’s president’s 
cup, awarded annually for achievement 
in production, organization and _ train- 
ing, and morale and cooperation. Be- 
sides winning the cup for 1951, the 
agency also held the cup in 1945 and 
950. 

The Syphus agency at Salt Lake City 
won the gold plaque for production; 
the Nelson agency at Phoenix was 
awarded the silver plaque for excel- 
Jence in organization and training, and 
the Compton agency at Yakima, Wash., 
won the bronze plaque for morale and 
cooperation. 





Conn. General Winners 
Connecticut General Life will award 
achievement certificates for service to 
clients and superior all-round perform- 
ance for 1951 to branches at Detroit, 
Los Angeles and Newark. 

Since the award was established in 
1933, Los Angeles has won it six times, 
Newark four times. 


Goldman Reports Big Year 


The Goldman agency for Prudential 
at Chicago, had 1951 life insurance sales 
of over $8 million, an increase of more 
than $300,000 over 1950. Top producers 
were Sol L. Palles, Albert Jann, and 
A, W. Mattenson. 


Myer Paces Mutual Life 


The Myer agency for Mutual Life at 
New York City, led all agencies in vol- 
ume and number of policies sold for 
February. The Lake agency at New 
Orleans was second in volume, and the 





Brown agency at Grand Rapids, Mich., 
was second in policies sold. The Tyner 
agency, Cleveland, finished third in vol- 
ume, and the Hull agency, Pittsburgh, 
was third in policies. 





Agency Meeting at Wausau 


A. J. Belisle, general agent of Old 
Line Life, held an agency meeting at 
Wausau, Wis., to review and plan activ- 
ities. Oscar Rusch, assistant director 
of agencies, spoke. Mr. and Mrs. Belisle 
were hosts to the agents and their wives 
for a cocktail party and dinner in recog- 
nition of exceeding a recent sales quota. 


Selling Again Trains Brokers 


The Selling agency of State Mutual 
Life at New York City is conducting an 
eight week course one night a week in 
business insurance for brokers that will 
run from April 17 through June 5. This 
same course has been put on in past 
years and one of the graduates special- 
ized in business life insurance and paid 
for $300,000 of new business in his first 
year. 








Prudential Provides Medical 
Record Book for Families 


Prudential is distributing to policy- 
holder families through its agency force 
especially developed booklet forms for 
each member of the family to keep his 
complete and permanent medical his- 
tory. 

Known as the “Health Passport,” this 
form when completely filled in will con- 
stitute accurate answers to the various 
questions doctors ask, particularly at 
times of illness or other emergency. 

Each page covers groups of questions 
on such subjects as family history, vacci- 
nations, illnesses, surgery, injuries, aller- 





“. 
i 


} minutes 
icago in 


Ings suf. 
wi 
Michigan, 
lons, 10 
men fo 
y home” 
. 

y recrea 
ounds of 


of ball 
ooms of 





¢ prefer 
yrmatice. 





Y. 







lv] Health 

Vv] Accident 

V Hospitalization 
LY] Medical and Sy 


Registered life Protection 


Republic 


Theo. P. Beasley, President 





- Complete- 


personal insurance service! 
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Life Insurance Company 


Life insurance in force exceeds $360,000,000.00 
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National 


Home Office: Dallas 











others in addition to policyholders 





are requesting copies from Prudential 
agents. 
Embezzler Pleads Guilty 


Allan W. Jackson has pleaded guilty 
to embezzling $34,323 over a 4-year 
period ending last November from com- 
pany funds at the Jamestown, N. Y., office 
of Mutual Life. He formerly was man- 
ager there. Mutual Life is insured in 
U. S. Guarantee. 


PETE OTTER Ct Oe oo eee cere 


See 





SID WEIL 


ace Cincinnati 

agent, made 1951 his 
“lucky seventh”— 
the seventh year he topped 
all Mutual Benefit Life 
agents in earnings. But Sid’s 
consistent record is based 
—not on luck—but on 
outstanding service to his 
community and his 
Company. Congratulations, 
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THE 


Still Heading 
the Headliners! 


Sid, for another year of fine accomplishment. 


Besides Sid and Gene, there are many other Mutual 
Benefit Life headliners, whose fine year-in-year-out 
performance keeps them in front. Their continuing 
success reflects Mutual Benefit Life’s training— and 
ability to offer greater value to more people. “0 


MUTUAL BENEFIT LIFE 


INSURANCE COMPANY = 


300 BROADWAY, 


Yarch 14, 1952 LIFE INSURANCE EDITION 17 
= 
gies, dentistry, eye examinations, medi- : 
GENERAL AGENCY NEWS cal checkups and height and weight Canada Life Sets New Rates 
changes. : =a for Two Non-Par Policies 
— Early reaction has indicated that many 


_ Canada Life has developed new rates 
for non-participating ordinary life with 
a minimum of $10,000. Annual premium 
rates are: age 10, $9.63; 20, $12.54; 25, 
$14.58; 30, $16.94; 35, $20.10; 40, $24.16; 
45, $29.44; 50, $36.50; 55, $46.12; 60, 
$59.10; 65, $77.23. 

Rates have likewise been changed for 
non-participating life paid-up at 85. 
Illustrative rates are: age 10, $10.89; 
20, $13.88; $15.87; 30, $18.40; 35, 
$21.65; 40, $25.84; 45, $31.30; 50, $38.68; 
55, $48.80; 60, $61.88; 65, $81.39. 
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GENE ROBINSON 


our Louisville 
Agency star, is 
the Company’s 
Lives Leader of 

the year. This makes 

six championships in a 
row for this “go-getter.” 
Congratulations, Gene, 

for a consistent big league 
performance in 
Elizabethtown, Kentucky. 
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Texas Association Names 
L. C. Woodham President 


L. C. Woodham, Great American Re- 
serve, Dallas, was elected president of 
Texas Assn. of A. & H. Underwriters, 
at a meeting of the executive committee 
at Austin last week. W. D. Bacon, Gen- 
eral Accident, San Antonio, and C. E. 
McDonald, Guardian International Life, 
Dallas, are the vice-presidents, and J. G. 
Gatoura, Occidental Life, was reelected 
secretary-treasurer. 

New directors are E. C. Cox, Alamo 
Casualty, San Antonio; R. L. McMillon, 
Business Men’s Assurance, Abilene; C. 
E. Collins, Mutual Benefit H. & A., 
Wichita Falls. 

O. D. Harlan, San Antonio, regional 
director of the International association, 
reported on the Chicago meeting of the 
International association directors, say- 
ing that it was decided to continue pub- 
lication of the association magazine, but 
with a different format and limited ad- 
vertising acceptance. : 

Dr. Henry T. Owen of the University 
of Texas, outlined the plans for the 
disability insurance sales course to be 


held at the university in June. 

Emerson Davis, Texas manager of 
Inter-Ocean, the retiring president, said 
there are a sufficient number of speak- 
ers in Texas to supply the local asso- 
ciations, and mentioned the necessity 
for a capable aaministrator of the speak- 
ers’ bureau, emphasizing the importance 
of the program of a local association to 
its growth. A school for officers of local 
associations should be held annually at 
the beginning of the association year, 
he suggested, asking the new administra- 
tion to give thought to the holding of 
an annual convention for the members 
of the Texas association. 





A. & H. Course at Lansing 


A four-day A. & H. sales course is 
being conducted this week at Michigan 
State College, Lansing, with about 40 
in attendance. Among the instructors 
are: William Coursey, executive secre- 
tary International Assn. of A. & H. 
Underwriters, Chicago; Percy H. An- 
drus, ‘Michigan department director of 
policy examination division, and A. M. 
Karacker, claims manager Michigan 









Life Insurance agents have a part in helping the American 
people to keep U. S. Life... A Better Life to Live! 

Agents will be interested in the selling opportunities pre- 
sented by United States Life’s complete policy coverage. 
Ask about our Centennial Income Policy. 





United States Life 
INSURANCE COMPANY 


IN THE CITY of NEW YORK 
84 WILLIAM ST., NEW YORK 38, N.Y. 


U.S. 
a Better Life to Live! 


The Red Cross is engaged in a program to train 
20,000,000 people in First Aid work... a front line 
force to abate the consequences of flood, fire, famine, 
hurricane and other unpredictable disasters. 

The job is great. The need is urgent. Now, as never 
before, is the time to support these worthwhile ac- 
tivities by giving to the Red Cross! Now. is the time 
to develop the natural strength that is a bulwark 
against disaster. There’s nothing like it on earth... 
Nothing like the United States of America, either. 





LIFE... 


x*k 








Benefit, Detroit. Michigan Assn. of A. 
& H. Underwriters is cosponsor of. the 
course. 


Market for A. & H. Greater 
Than for Any Other Line 


The understanding and public accept- 
ance of A. & H. insurance engendered 
over the past 20 years by educational 
efforts of A. & H. companies and effi- 
cient state regulation of the business 
have created a market for that coverage 
greater than for any other line of insur- 
ance. Arthur Aldrich, Mutual Benefit 
H. & A., Springfield, Ill., president of 
the association there, so declared in ad- 
dressing A. & H. Underwriters Assn. 
of St. Louis. 

Mr. Aldrich reviewed conditions 20 
years ago, when he entered the busi- 
ness, and declared that even under the 
adverse conditions existing at that time 
he was able to make a living selling 
A. & H. insurance. “I have always made 
a living in this business,” he added. 

He reviewed some of the practices 
that had given A. & H. insurance a bad 
name at that time and the great ad- 
vances that have been made since then. 

He said disability insurance protection 
is now being encouraged by many pro- 
fessional men, such as physicians, sur- 
geons and attorneys, and good business 
men. “Don’t worry because many other 
companies are entering the business. 
Good clean competition is the best boost 
you can have. The entry of some of the 
oldest and largest life insurance com- 
panies into the A. & H. field will help 
to sell the public on the advantages of 
buying more A. & H. insurance.” 


Back Hedges for Award 


Kansas Assn. of A. & H. Underwrit- 
ers and the Wichita association are 
backing Bert A. Hedges, Business Men’s 
Assurance, for the Harold R. Gordon 
Memorial Award for 1952. Mr. Hedges, 
founder. of both the Wichita and Kansas 
associations and first president of the 
Wichita group, is on the International 
association executive board and moder- 
ator of the disability insurance sales 
course at Wichita. 


Anderson San Antonio Head 


San Antonio, Assn. of A. & H. Un- 
derwriters has elected A. D. Anderson, 
Occidental Life of California, president; 
Marion Coulter, Massachusetts Pro- 
tective, vice-president; Miss Rita Shea, 
Occidental, secretary. New directors are 
Herman Andrew, Business Men’s As- 
surance, and Hal Bennett, Employers 
group. 

At the annual meeting Mrs. Rachel 
Malone, American Hospital & Life, out- 
lined the 10 essentials for a successful 
salesman. 











Conley Boston Speaker 


Arthur C. Conley, counsel of Insur- 
ance Federation of Massachusetts at 
Boston, discussed pending legislation 
affecting A. & H. at a meeting of Bos- 
ton A. & H. Assn. He reviewed the 
history of compulsory cash _ sickness 
bills and stressed the need of more 
active support from the individual mem- 
bers of the association in .combating 
undesirable legislation. 

President John R. Rudell, Massachus- 
etts Casualty, announced that the asso- 
ciation will now publish a monthly news 
bulletin. 


Mutual Life A. & H. Huddles 


Managers and cashiers from 99. agen- 
cies of Mutual Life have begun a series 
of regional conferences with home of- 
fice officials on plans for A. & H. in- 
surance. The company will ‘begin is- 
suing the coverage on an_ individual 
policy basis April 1. 








Commissioner Joseph A. Navarre of 
Michigan addressed the March 12 
luncheon of Detroit Assn. of A. & H. 
Underwriters. 


Asks Investigation of 
Mass. Blue Cross Plans 


_A state legislative interim investiga. 
tion of non-profit hospital service Corpo. 
rations and medical service plans, Dar 
ticularly Blue Cross and Blue Shield, 
was proposed by a measure introduced 
in the Massachusetts legislature by Sen. 
ator Maurice Donahue, Holyoke Dem. 
crat. 

Pointing out that the 1951 legislature 
removed the tax on these Or ganizations 
Donahue said that the understanding 
was that this would result in increased 
benefits to subscribers. Instead, he de. 
clared, the Blue Shield and Blue Cros, 
were seeking higher rates. 

Massachusetts Blue Cross and Blue 
Shield plans have applied to the ingyy. 
ance department for rate increases of up 
to 11%. 

Increases would range from 5 cents a 
month for the individual in the standar{ 
Blue Cross group plan to 60 cents a 
month for the family- group in the play 
paying $12 a day hospital benefits, Jp 
Blue Shield the greatest increase would 
be a boost of $1.25 a month for families 
with incomes over the minimum. 


New Corpus Christi Setup 


Corpus Christi (Tex.) Assn. of A. &H 
Underwriters has been reorganized with 
a paid membership of 45. Newly elected 
officers are Sid Murray, Washington Na 
tional, president; Pope C. Sapp, Ameri- 
can Hospital & Life, vice-president, and 
Walter H. McKenzie, Paul Revere Life 
secretary-treasurer. 


Ask A. & H. Benefits Study 


The Virginia house insurance and 
banking committee has approved a reso- 
lution calling for a study of health in- 
surance by the Virginia advisory legis- 


WANT ADS 


Rates $13 per inch per insertion— ! inch minl 
mum. Limit—40 words per inch. Deadline Tues 
day morning in Chicago office — 175 W. Jack 
son Blvd. Individuals placing ads are requested 
to make payment in advance. 
THE NATIONAL UNDERWRITER 
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A&H SALES MANAGE 


Old established mid-west Life company 
has exceptional opportunity for experi- 
enced Hospital and A&H Sales Manager 
to build department from the ground up. 
Give full information including past earn 
ings in first letter. All replies held strictly 
confidential. Our men know about this ad. 
Address K-59, The National Underwriter, 
175 W. Jackson Bivd., Chicago 4, Illinois 
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ACCOUNTANT 
WANTED 


Small, but rapidly growing Life Insurance 
company offers lifetime opportunity to 
young accountant in their Home 
located near Chicago. Must have insur 
ance experience and be capable of assum 
ing in short time position of Comptroller. 
Good starting salary, rapid advancement, 
congenial surroundings. Replies strictly 
confidential. Address K-67, The National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4 Illinois. 
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tative council. One of the main points to 
be taken up is whether there should be 
yniform minimum benefits under health 
insurance sold in the commonwealth. 

A senate bill to require that A. & H. 
insurers give at least 10 days’ advance 
notice to policyholders of expiring poli- 
cies, was killed in the house insurance 


committee. 


Cincinnati A. & H. Men 
Elect R. W. Bickelhaupt 


R. W. Bickelhaupt, Mutual Benefit 
H. & A., was elevated to president of 
Cincinnati Assn. of A. & H. Under- 
writers at the annual meeting last week. 
He succeeds Robert G. Myers, Massa- 
chusetts Protective. Frank L. Baker, 
Kentucky Central L. & A., is the new 
vice-president. W. G. Hock, Hooper- 
Holmes Bureau, was reelected treasurer, 
and R. J. Raisbeck, Reserve Life, was 
named secretary succeeding Taylor 
Clark, Inter-Ocean. z 


O’Connor Is Speaker 


Edward H. O’Connor, managing di- 
rector of Insurance Economics Society, 
was the speaker. He urged the A. & H. 
men to become active politically, and 
said that although current bills in the 
Congress which would extend social 
security in several directions, will not 
be acted on at this session, they will 
serve as food for incumbent politicians 
to pass to their constituents in bidding 
for reelection. 

Once a law, such as social security, 
is on the books, Mr. O’Connor said, 
it is subject to enlargements and re- 
vision that make it more and more 
dangerous, economically and politically. 


Discusses A. & H. Role 


Leonard G. Kramer, associate general 
agent in the Chier agency for Conti- 
nental Assurance, spoke on “The Role 
of A. & H. in Life Insurance Planning” 
at the March meeting of A. & H. Under- 
writers of Milwaukee. .He emphasized 
the opportunities of selling A. & H. in- 
surance for business protection. Present 
and future opportunities in the A. & H. 
business were discussed by Howard 
Clarke, instructor at the University of 
Wisconsin in Milwaukee and insurance 
marketing instructor at Northwestern 
University. 

C. C. Raisbeck, Washington National, 
president of the association, announced 
plans for a disability insurance sales 
course at the university extension divi- 
sion, tentatively set to start March 18. 
The course, with Mr. Clarke as instruc- 
tor, will run for 10 weeks. 


Constitution Rehires Anderson 


Constitution Life of Los Angeles has 
appointed J. W. Anderson as agency 
Supervisor for the A. & H. department. 
Mr. Anderson was at one time with 
Constitution and for two years has been 
Superintendent of agencies of Pioneer 
American. 











NEWS OF LIFE ASSOCIATIONS 





Iowa Quarter Million Card 


Iowa Quarter Million Dollar Club 
will hold its spring meeting and election 
April 6-7 at Des Moines. 

Four speakers have been announced: 
Claude McBroom, Meredith Publishing 
Co., Des Moines; Paul Knowles, Na- 
tional Life of Vermont, Des Moines; 
Amos Pearsall, Equitable Society, Des 
Moines, and Dick Strauss, Connecticut 
General, Des Moines. 





Conn. Congress Shapes Up 


Benjamin N. Woodson, managing di- 
rector of National Assn. of Life Un- 
derwriters, and O. Glenn Saxon of Yale, 
will be featured speakers at the sales 
congress of the Connecticut association 
at New Haven April 2. 

Stanley L. Collins, Metropolitan Life, 
Buffalo; Robert C. Gilmore, Mutual 
Benefit Life, Bridgeport, and Winston 
P. Emerick, New England Mutual Life, 
Johnstown, Pa., will also speak. All are 
trustees of the National Association. 


Minnesota Leaders’ Plans 


The Life Leaders Club of Minne- 
sota will hold its spring meeting at 
Minneapolis, April 16, the day before 
the Minnesota sales congress. 

Featured speaker will be Judge Theo- 
dore Christianson of the Minnesota su- 
preme court. J. Cameron Thompson, 
chairman of Northwestern National 
Bank, and Leonard Strickler, Minne- 
apolis attorney, will also speak. 

Cash awards will be given for the 
three best four minute talks on in- 
soramne sales methods by club mem- 
ers. 


Bland Gives Two Talks 


Frank W. Bland, Pacific Coast man- 
ager of the National Underwriter Co. 
at San Francisco, spoke to Marin 
County Assn. of Life Underwriters at 
San Rafael, Cal., March 12 on “Sim- 
plicity in Sales Development.” 

Mr. Bland will appear May 24 at the 
Leaders Round Table of the Idaho as- 
sociation conference at Sun Valley. 











Kan. Annual Meeting May 9 


The annual meeting of Kansas Assn. 
of Life Underwriters will be held May 
9 at Wichita. The directors will meet 
the morning of May 9 and on Saturday, 
May 10, the annual sales congress will 
be held. L. D. Carter, National Life & 
Accident, is chairman of committee 
in charge of the sales congress. 

State association membership is now 
625, which is ahead of this date in 1951. 





Lansing, Mich.—Willard Springer, Re- 
tail Credit Co.; Waldo O. Richards, Met- 
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The ILLINOIS MUTUAL CASUALTY COMPANY, 
home office — Peoria, Ilinois, has the tools with 
which you may build the best Accident—Sickness— 
Hospital—Medical—Surgical and Polio insurance 
business in your community. Over 40 years’ experience 
in insurance confined exclusively to this field. 
Desirable agency openings in Ilinois, Indiana, Michigan, 
Minnesota, Missouri, Ohio and Wisconsin. 


Illinois Mutual Casualty Go. aes 


HOME OFFICE: 411 LIBERTY ST. PEORIA, ILL. INTE 
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ropolitan Life, and Robert L. Yackels, 
New England Mutual, conducted a panel 
on “Fundamentals of Life Insurance” at 
this week’s meeting. 

Des Moines—Richard S. Rust, vice- 
president and secretary of Union Central 
Life, spoke March 13. 

Pontiac, Mich.—Ralph L. Lee of Gen- 
eral Motors public relations department, 
an authority on employe relations, spoke. 

Kansas City—Reg Threlfall, supervisor 
for Great-West Life at Minneapolis, 
spoke on programming; Harold J. Cum- 
mings, president of Minnesota Mutual 


Life, discussed packaging; William Da- 
vidson, associate manager for Equitable 
Society at Chicago, covered program- 
ming, and Stanley Martin, general agent 
for State Mutual Life at Dallas, discussed 
“Life Insurance and God”, at the annual 
sales congress. 

Salinas, Cal.—George A. Landis, state 
manager for Franklin Life, will speak 
on “Selling for Results” at the March 28 
meeting. 

Chicago—The first case of violation 
following establishment of cooperation 
between the agents and funeral directors 
to stop cases where undertakers write 
life insurance has been reported to the 
chairman of the legislative committee, 
William F. Shean, New York Life. 
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It’s a Better Life 
with PROTECTIVE LIFE 


OUR COMPENSATION PLAN: In: 
cludes liberal first-year and renewol 
commissions; vested renewals; life- 
time service commissions, providing a. 
non-contributory retirement plon; hos- 
pitalization and surgical benefits; and 
ao SPECIAL CASH BONUS FOR PERSIST. 
ENCY. 
OUR TRAINING PLAN: Includes con- 
tinuous office and field training in 
successful sales methods, consisting 
of a five-point learn-os-you-earn | 
program. 

FLEXIBLE AGENCY OPERATIONS: 

Enables us to do things the woy 
you wont them done. 








Are you a successful personal producer? 
Are you interested in recruiting and developing 


Are you capable of transferring selling knowledge 


ee if your answers to 
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You should investigate now 
the many advantages of be- 
coming a Protective Life 
‘General Agent. Protective's 
training program will give 
you the know-how to do a 
better job for your clients 
and to increase your income. 


Get the facts now. Write to 
C. B. Barksdale, Superin- 
tendent of Agencies. 


GENERAL AGENCY 
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NORTH CAROLINA 
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Sales Ideas and Suggestions 





Explains How to Avert 
“Pre-Pension Paralysis” 


NEW YORK—How to develop pen- 
sion trust business without having 
agents get “pre-pension paralysis” that 
renders them unfit for ordinary selling, 
was explained by Lambert M. Huppe- 
ler, general agent of New England 
Mutual Life in New York City, at the 
luncheon meeting of the New York City 
Life Supervisors Assn. 

Mr. Huppeler’s agency gets about half 
its business in pension trusts and except 
for a few agents who have developed 
into pension specialists it is developed 
from agents who take pension trust sell- 
ing in their stride while not neglecting 
what Mr. Huppeler called the “bread 
and butter” sales. 

Best prospects, he said, are corpora- 
tions where the agent has previously 
sold business insurance, officers and di- 
rectors of corporations to whom the 


agent has sold personal insurance and 
companies where the agent has a “speak- 
ing acquaintance’ with an officer or 
director. 

The best way to start out is just to 
ask, “Has your company ever consid- 
ered a pension plan?” There are only 
about 10 possible answers to this ques- 
tion, said Mr. Huppeler: (1) No; (2) 
it costs too much; (3) the employes 
aren’t interested and would rather have 
increases in pay; (4) we have seven or 
eight proposals right now; (5) we’re too 
young; (6) we’re too old — too high 
cost for past service liability; (7) per- 
haps we can afford it now but not in 
the lean years; (8) we don’t want to 
take on any more fixed commitments of 
any kind; (9) let our employes shift for 
themselves; (10) why should we con- 
sider a pension plan? 





EVERYONE'S 


TALKING! 


OUR GENERAL AGE NTS— 
ABOUT CROWN LIFE’S 
—Lower rates 
—New Policy Plans 
—Greater Opportunities 





BROKERS AND SURPLUS WRITERS— ABOUT CROWN LIFE’S 


—Ability to provide the extra services they need. 


POLICY OWNERS—ABOUT CROWN LIFE’S 


—Low cost protection 
—Understandable policies 


—Our outstanding record of achievement 


For comparisons at a glance — ask for Crown Life’s dial-a-rate card — 
rates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


CROWN LIFE 


INSURANCE COMPANY 
HOME OFFICE, TORONTO, CANADA 


Over Eight Hundred Million in force in our 51st year 


Licensed in: Alaska, Arizona, California, District of Colum- 
bia, Hawaii, Idaho, Indiana, Louisiana, Michigan, Minnesota, 


Mississippi, 


Missouri, New Jersey, New Mexico, North 


Dakota, Ohio, Puerto Rico, Texas, Virgin Islands, Wash- 


ington. 


The first answer, “No,” leads to the 
rejoinder “Why not?’ which would in 
turn bring out one of the other objec- 
tions. Or the agent might point out 
the problems and hidden costs of having 
superannuated employes on the payroll. 

As for the “costs too much” answer, 
Mr. Huppeler would point out that many 
corporations that considered pension 
plans a few years ago are surprised at 
what they can get today with less money 
by coordinating their pension plan with 
the new social security benefits in ef- 
fect since Jan. 1, 1951, since this less- 
ens the gap between social security and 
the income needed to retire on. Also 
there is the fact that with higher cor- 
porate income taxes the corporation 
would be paying a smaller share of each 
contribution dollar. 

As for the employes’ preferences, the 
agent should point out that even if the 
corporation gives its employes pay 
boosts instead of setting up a pension 
reserve, there will still be the problem 
of pensioning over-age employes when 
retirement time comes. It’s not just a 
question of what the employes want but 
what is best for the corporation. 


WHY SALE DIED 











If the company already has several 
proposals, the agent should try to find 
out what blocked the sale and point out 
that if management in the past failed to 
set up a reserve for equipment, charging 
it off as a business expense while it was 
being used up, it would be criticized for 
a lack of foresight. Nevertheless, many 
corporations find themselves faced with 
a high past-service cost because of fail- 
ure to charge these off during the last 
10 years of high profits. It is wrong to 
pass on to management of the future the 
ever-mounting problem of pension costs, 
one that eventually may easily be too 
much for the corporation to handle. 

To the “too young” objection, Mr. 
Huppeler would say that while the need 
is not so immediate, it is good business 
to start early establishing a reserve for 
depreciation of old “human equipment” 
and the young corporation can do this 
for half what it would cost an older cor- 
poration. For the “too old” answer, the 
agent might suggest having older em- 
ployes retire at a much later date and 
fund past service to retirement instead 
of trying to do it all in 10 or 15 years 
or he might suggest working out pen- 
sions for the older employes on a pay- 
as-you-go basis but set up a reserve for 
employes below age 60 or 65. 


Profit-Sharing Switch 


Answers (7) and (8) may call for a 
switch to a profit-sharing plan as an 
approach and later on switching to a 
fixed commitment plan. 

Mr. Huppeler said he had never re- 
ceived answer (9) but the reply to it 
is that the employer following such a 
policy would not throw superannuated 
employes out but would find himself 
overburdened with inefficient personnel. 

As to why an employer should start 
a pension plan, one of the biggest rea- 
sons to give a prospect is that men wear 
out, the employer can set up his re- 
serves now in good profit years and in 
high tax years so as to make it possible 
to replace these men. Otherwise future 
management will be forced to take care 
of these expenses plus the pension ex- 
penses of their own employes as they 
grow older. Sooner or later, competi- 
tion with other industries will force 
needs for a pension plan. 

Mr. Huppeler had some advice for 
agents in competition with group annui- 
ties. He conceded that the latter are 
about one-third cheaper in cost but this, 
he said, is mainly because of the death 
benefits feature in the individual policy 
plans. The point to stress here is the 


plight of the widow of an employe who 


dies in the few years before retirement 
age. For example, if the husband died 
after retirement and had his pension on 
a joint and two-thirds basis his income 
of $600 would pay $400 to his widoyw,. 
But suppose he dies say at age 63. It 
is no use for the employer to explain 
that “we discounted the plan for mor- 
tality” and that she gets only perhaps 
$6,500 of group insurance. As far as that 
widow is concerned the pension plan 
isn’t working. 

Mr. Huppeler suggested telling the 
employer, “I suggest that you pay what 
you would have paid under a group an- 
nuity and let us solicit your employes 
= the extra cost for the death ben- 
efit. 

Mr. Huppeler emphasized the value of 
being able to recognize pension trust 
prospects. There is a lot of this busi- 
ness to be written and there is good 
money in it, he said. Although his 
agency specializes in this field his agents 


run into very little competition and it ! 


is his opinion that the surface has only 
been scratched. 

“But don’t let you or your agents or 
your agency get the pre-pension paraly- 
sis,” he warned, saying that “one of the 
things that we pound into the fellows in 
our office is to keep after their regular 
life insurance business except for those 
who have got so much pension business 
they haven’t time for anything else.” 

Robert Jacobs, John Hancock, associ- 
ation president, announced that there 
will be a golf party June 3, probably at 
the Tamarack Country Club, West- 
chester County. 


Arnet Gives N. Y. 
Agents Tips on 
Phone Technique 


A telephone technique which enables 
him to guarantee recruit agents five 
appointments each day without calling 
on relatives or friends was explained 
to the New York City Life Underwriter 
Assn. by Jay Arnet of the Levine 
Agency of Security Mutual Life. 

Statistics on past use of the plan 
showed that 2,000,000 calls produced 
1,200,000 contacts, 288,000 appointments, 
and 42,000 sales. This averaged out to 
one sale for 50 calls, per 12% appoint- 
ments, or seven presentations. The 
average commission was $100, making 
each phone call worth $2 and each pre- 
presentation worth $14. 

He said the plan would work in New 
York or any other city just as it had 
worked for him and ‘others who used 
it .in Philadelphia, Los Angeles and 
other large cities. He said a man can 
easily make 30 calls a day in the morn- 
ing and, with some luck, can make 
more than five presentations daily. 

The five ingredients of the technique, 
he said, are preparation, system, belief 
or conviction, imagination, and an ob- 
jective. 

Primarily, said Mr. Arnet, the sales- 
man must believe that if he follows the 
procedure he will get results. 

The objective is eventually to make 





Free — Estate Planners Quarterly 


The ESTATE PLANNERS QUARTERLY is 
a 64 page cloth covered book crammed 
with "how to do it" life insurance sales 
ideas. These ideas have been put on paper 
by men who constantly use them to sell 
more and larger cases. 

Mail your request today for your free 
sample to 


ESTATE PLANNERS QUARTERLY 


Suite 408-A, 11 W. Prospect Ave. 
Mt. Vernon, N. Y. 
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a sale, of course. But, he said, no one 
can get an application signed or a check 
written by telephone. The purpose of 
the phone call is to sell the salesman 
and to sell the prospect an open mind. 
On that basis, Mr. Arnet believes that 
if the man has the money and can 
qualify for life insurance, the agent has 
a good chance of making a sale. 

Mr. Arnet said that the average man 
is busy. He feels that he has no need 
for life insurance. If he did he would 
be out looking for it. His reaction to 
any insurance man is “Don’t want any” 
or “Just got some.” Mr. Arnet said 
also that average men have standard 
reactions. He says also that they don’t 
say what they mean. He has his sales 
conversation keep off the subject of life 
insurance. His men shoot for an appoint- 
ment with the prospect in which he 
will meet the salesman with an open 
mind. He says the agent should pay no 
attention to what the man says on the 
telephone but rather, answer what he 
means. 

When the prospect says he is too 
busy, he doesn’t mean it. He means he 
doesn’t want to buy life insurance. Mr. 
Arnet says that although accountants 
and lawyers may buy life insurance by 
talking about it the average man won't. 
So his agent says he wants to talk 
about life. So, his men tell the man on 
the other end of the telephone that they 
are coming down to talk about home, 
savings, investments and life in gen- 
eral. 


Won’t Give Text 


Mr. Arnet did not reveal the text of 
the words printed on the easel which 
his agents keep in front of them as they 
make their sales pitch. But he did go 
over it in outline form. 

Also, the agent tells the prospect “If 
I'm there more than 15 minutes it'll 
be because you insist.” 

When the agent says that ‘“We’re 
busy, too,” he must mean it and say it 
with conviction. He can do that if he 
knows he has four other appointments 
coming up. 

As to the system involved, he says he 
tries to leave the prospect with the idea 
that he has an appointment with a man 
who is coming down from an insurance 
company for a brief period not to talk 
about insurance. 

The salesman tries to give the pros- 
pect an alternative time to pick for an 
appointment. He asks him: “Will you 
be in at three or do you prefer five?” 

As a place to get the names to make 
the calls, he uses a street address guide 
rented from the telephone company. If 
someone wanted to make evening calls 
he could, for example, pick a residen- 
tial area guide, and sell mortgage insur- 
ance. 

With enough men working in a sec- 
tion he says they can zone names by 
area. 


Major Talking Points 


The three major points in the seven 
or eight different paragraphs on the 
easel are that the statements must con- 
tain selling sentences, they must give 
the prospect an “out,” and must contain 
something in the form of a bid for time 
by the agent so that he can arrange to 
get in front of the prospect. 

The fifth ingredient, he says, is belief 
and imagination. The agent making the 
call must picture himself as the winner. 
Actually, says Mr. Arnet, it is the party 
on the other end who is surprised. The 
agent has an organized sales talk to 
make. He is reading from a script. The 
Prospect must be versatile. The agent 
follows the track and nothing new can 
happen to him, He has no split-second 
decisions to make, he knows exactly 
what he is going to say next. He has 
control of the conversation. And, if he 
loses out, he doesn’t have to care too 
much. He has other names to call. 

Then Mr. Arnet offered 10 basic 
tules for telephone sales talks. He sug- 
gested that the agent talk neither too 
fast nor too slow. Too slow is better 
than too fast. It lends dignity to the 
voice. The agent should use a conver- 
sational tone such as that used by hus- 
bands or wives in speaking to each 


other, when they are friendly. He should 
be earnest, watch his pronunciation, and 
vary the pitch of his voice so that the 
man on the other end isn’t listening to 
a monotone. 

He tries to emphasize the key words 
such as savings in savings plan. Mr. 
Arnet suggested that if the agent stood 
up once in a while while he made a 
phone call he might be able to get more 
zest into his voice. In the conversation 
he should punctuate his sentences ver- 
bally, coming to a stop or pausing 
when a comma or a period is in the 
text. 

He should avoid “err,” “mmmmm,” 
and “Tahhhh,” and those incompre- 
hensible pausing noises that take up 
time and don’t mean anything. He 
should match the tone of his voice to 
the meaning of what he is saying and 
remember that every minute he is try- 
ing to sell something, either himself or 
his service. 


Dr. Scoins Leads Chicago 
Underwriting Round Table 


Dr. W. H. Scoins, chief medical direc- 
tor of Lincoln National Life, led an 
interesting round table discussion at the 
March meeting of Chicago Home Office 
Life Underwriters Assn. 

He said it is a company’s moral obli- 
gation to try and insure all groups who 
apply for life insurance, and the under- 
writer, in conjunction with the medical 
director, should work toward this end. 
He also answered all questions pre- 
sented. 

Other medical directors who were 
guests and commented on_ the points 
raised were Dr. Harry Dingman of 
Continental Assurance, Dr. Robert L. 
Weaver of Penn Mutual Life, and Dr. 
J. E. Boland of Country Life. 

Drs. Will Jack and J. C. Thill, Jr., 
medical examiners for life companies in 
the Chicago area, and Herbert Winters, 
assistant vice-president of Lincoln Na- 
tional, also were guests. 











Viehmann Files Suit to 
Take Over World L. & A. 


_ Commissioner Viehmann has filed suit 
in the Wayne, Ind., circuit court for 
“possession and operation” of World 
Life & Accident, Richmond, Ind., “for 
the purpose of rehabilitation.” 





World L. & A. has been under fire, as | 


reported in THE NATIONAL UNDERWRITER, 
since last summer when a group of 
Purdue students complained about claim 
settlement on hospitalization policies is- 
sued by the company. 

The case was made the occasion for 
a bitter political controversy among In- 
dianapolis newspapers regarding the op- 
eration of the Indiana department. 

In its present complaint, the depart- 
ment charges that: (1) An examination 
of World shows it thas been violating 
its charter and the Indiana law under 
which it exists. (2) It issued non-assess- 
ible policies, in alleged violation of the 
law. (3) It did not make proper assess- 
ments and did not maintain proper re- 
serves as required by law. (4) The 
company followed the practice of set- 
tling claims for amounts substantially 
less than the amounts acknowledged to 
be owed. (5) It is in imminent danger 
of insolvency. 

Commissioner Viehmann said the state 
is taking the court action “to protect 
the public.” In addition to hospitaliza- 
tion, the association has some $40,000 of 
life policies in force. 





Balza Talks to Adjusters 


L. E. Balza, New York Life, spoke 
on the correlation of a personal insur- 
ance estate under the new social security 
provisions at a dinner-meeting of Insur- 
ance Adjusters Council of Green Bay, 
Wis. He pointed out the nature of the 
changes and extended benefits as well as 
the importance of reviewing existing in- 
surance arrangements, to make sure one 
gets the maximum benefit from it and 
to provide flexibility. 








al] the Peas ina pod 
are NOT alike / 


They may look alike, but some are smaller and some 
are larger. They’re different, like people. And in the 
recognition of this simple fact lies the secret of 
American United’s pleasant relations: with its field staff. 
American United’s sales policy is geared to 
individuals and not to averages. Sure, American 
United has tracks to run on, for the beginner . . . 
good tracks that help him get used to the business. But 
most sales tools, and there are a lot of them, are 
designed with enough flexibility to enable our folks 
to add the all-important personal touch. 
This results in an atmosphere of mutual 
understanding and helpfulness: ideas filter up from 
the field, suggestions filter down from the home 
office. The net result is a new record of GOOD sales 
for a 75-year-old company, and a profitable 
association for representatives. 














AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 


INDIANAPOLIS, INDIANA 












Assets over $47,000,000 © Insurance in Force over $215,000,000 


YOUR PARTNER IN PROGRESS 


Good fieldmen grow that way. Through initiative. Through per- 
sistence. And through encouragement from the company they repre- 
sent. Western Life, for example, helps their men to success through 
promotion and above-average earnings. Western fieldmen are 
among the best paid and the most satisfied in the business. 


Western believes that a man should be given the opportunity to 
advance just as fast as his ability warrants. The question 1s: 
Has your opportunity been too long in coming? If so, it may 
pay you to check with Western for a well-documented success 
story. We stand a ready partner in progress for men of ambition 
and proved production capacity. 


R. B. RICHARDSON, Pres: ~ 
LEE CANNON, Agency V..P.: 





Write or wire: Western Life, Western Life Bidg., Helena, Montana 
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of benefits . 
especially welcome your attention to the manner 
in which we treat the policyholder. 
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So the right kind of claim service is 
all-important . . . to the policyholder . . . to you who 
stake your reputation in selling the case. 


As a leader in the non-cancellable 
disability field, we invite comparisons 


. of premiums . . . of service. 


rue Hach Rewrers oLg 


INSURANCE 


Coe Cette isos bookie ooo cba n cc 
Edward R. Hodgkins, Vice-Pres. and Mgr. of Agencies 


NON-CANCELLABLE ACCIDENT & HEALTH e LIFE ¢ GROUP 


Agency representation in the 48 states, the District of Columbia, Hawaii and Canada 








~~ 


The real test of the worth 
of a sickness and accident 
policy comes at claim time. 
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Under Section 213 
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} Margins Show Pinch ‘Many Problems i in 


Group-Major Plans 


(CONTINUED FROM PAGE 8) 





the 1941 margin, or $125,000, it still has 
only $50,000, or the equivalent of a 60% 
cut from the 1941 basis. 

But the 1951 dollars are worth only 
about half what the 1941 dollars were 
worth. So the 40% that is left after 
the 60% cut is the equivalent of 20% 
of the 1941 margin. And it wouldn’t 
even be that if it weren’t for the tem- 
porary relief enacted into the law in 
1948. 

In comparing a company’s 1951 and 
1941 margins, if the amount of 1951 
margin is not at least four times the 
corresponding amount for 1941, it is 
obvious that the company has a smaller 
effective margin than it had in 1941, 
when the effect of increase in volume 
ot business and reduction in the dollar’s 
purchasing power are taken into account. 

The reserve-strengthening programs 
of the New York-admitted companies 
for 1951 totaled $25,101,108 for life, 
$25,077,229 for annuities, $18,319,541 for 
settlement options, $1,085,663 for dis- 
ability, and a reduction of $341,629 for 
double indemnity. 

A tabulation which the New York 
department made in 1950 showed that 
25 of the larger companies licensed in 
the state had bolstered their reserves by 
reason of changes in reserve basis by 
$2.4 billion in the period 1941 through 
1949. 

The total, brought up to date by the 
addition of 1950 and 1951 additions, now 
stands at $2,585,977,632. 

Following is the table of additions to 
reserves through changes in reserve 
basis made by the 25 companies: 

Life All Others 


DARING foot cisietenb ie ete caer 10,218,621 
Bankers, Ia. ...... 10,322,000 13, "486, 000 
Conn. General .... 148,000 4,485,000 
Conn. Mutual ..... 2,776,000 16,872,000 
Equitable, Ta. .... 8,515,465 12,231,760 
a Society. 1,335,000 125,108,620 
Fidelity Mutual. 857,000 3,415,180 
Guardian ......... 53,000 4,425,729 
John Hancock .... 7,517,147 20,788,744 
Mass. Mutual ..... 4,035,000 32,370,200 
Metropolitan ..... 277,484,000 290,461,000 
Mutual Benefit ... 25,346,000 33,692,20 
Mutual of N..Y.... 19,742,931 37,921,686 
WOATIGIEES SVT e Skt. Sie ee 5,964, 


New England Mut. 4 
New York Life....209 
Northwestern Mut. 5 


Penn Mutual ..... 764,256 25,350,446 
Phoenix Mut. ..... 1,000,000 39,065,155 
Provident Mut. ... 13810, 589 33,166,065 
Prudential <.:3'.... 393,548,817 365,524,516 
State Seetwal cS Sees 4,799,031 
pS ES ee ea 18,679,540 
TrAVGIOTE .... «260 13,086,000 40,675,396 
Union Central .... 70,000 9,356,185 





Totals 1941-51. .990,200,205 1,595,777,427 


Totals, all lines, 
ORL. co ee c Wglexs sales o.0 5s one © 2,585,977,632 


Disability, Double Indemnity 


In addition to the reserve strengthening 
tabulated in the large table, four com- 
panies added to their disability reserves 
by change in valuation basis, the total 
amounting to $1,085,663. They are, 
Bankers of Iowa, $577,158; National of 
Vermont, $200,000; Provident Mutual, 
$270,000; and State Mutual, $38,505. 

Bankers of Iowa reduced its double 
indemnity reserve by $412,106 by change 
in valuation basis and Guardian in- 
creased its reserve in this category by 
$70,477, the net decrease being $341,629. 

Reserve strengthening through 
changes in valuation basis is not the only 
way of remedying the consequences of 
over-optimistic assumptions. It may be 
done by building up surplus or as a 
number of companies have done, by 
setting aside amounts earmarked to 
stand against adverse experience on 
settlement options or the guarantees 
under older life policies. 





New York Actuaries Meet 


Harmon T. Barber, casualty actuary 
for Travelers, will discuss the work of 
the casualty actuary at the first meeting 
of the year of the junior branch of 
Actuaries Club of New York City, 


March 19, 





cord each item of major-medical expense 
as it occurs. Another little booklet en- 
titled “Claim Information About Major- 
Medical Expense Insurance” is given 
each insured employe. It explains basic 
requirements for qualifying for claim 
payments, as well as the procedure to be 
tollowed. 

A. M. Wilson, group underwriting 
manager of Liberty Mutual, in his dis- 
cussion of “Catastrophic Medical _Insur- 
ance” said that his company’s ex- 
perience demonstrates that with a $300 
deductible, the insurer will be concerned 
with major diseases. 

In general, the percentage of loss is 
highest on the items causing the great- 
est frequency, he said. For example, on 
the named insured 66% of the claims 
occur on six items, and they cause 79% 
of the loss. All other causes of pe 
amount to 34% of claims and only 20% 
of the loss. About 39% of the named 
insured are males, and the bulk of the 
claims come in order from circulatory 
and heart trouble, disease of the di- 
gestive tract, genital-urinary disease, 
cancer, eye, ear, nose and throat, and 
mental illness. 

The dependents incur 75% of their 
loss on claims involving female dis- 
orders, cancer, mental illness, circulatory 
and heart trouble, gastro-intestinal dis- 
order and accidents and fractures, which 
account for 62% of claims. 


Old Age Problems 


“We do not get to the problem of 
catastrophe insurance by eliminating 
coverage after a person reaches a given 
age,” Mr. Wilson said. “If we attempt it 
there is great danger the people and 
their representatives in government will 
not accept it. Recently I was approach- 
ed by a group of men, who had had 
catastrophe coverage for some time with 
a request that a means be devised under 
which they all would pay somewhat 
higher premiums each year so that at 
age 65 they would have a paid up policy 
for the remainder of their lives. I be- 
lieve actuaries in the future will be 
working with this problem. It will not 
become feasible to begin work on it 
until experience with morbidity yields 
some credible tables.” 

Mr. Wilson said that Liberty Mutual 
made some calculations using the rates 
mentioned by Mr. Thaler. On an aver- 
age age group there is no significant 
difference between the companies. On 
a high age group, rates of Liberty Mu- 
tual would be much lower, but Mr. 
Wilson explained that that is purely 
academic, since a high age group would 
not pay Liberty’s price nor be accept- 
able by the company as a risk falling 
within the range of average. 


Merritt C.L.U. Speaker 

Francis L. Merritt, agency vice-presi- 
dent of Central Life of Iowa, spoke be- 
fore the Des Moines C.L.U. chapter at 
its March meeting. 


Up DBL Benefits in N. Y. 


Governor Dewey of New York has 
signed a bill increasing from $26 to $30 
a week the maximum sickness disability 
benefits under the non-occupational dis- 
ability law. 











N. Y. Life Names Roushey 


New York Life has named Howard 
F. Roushey, Jr., group representative at 
Cleveland. Mr. Roushey was formerly 
in the group sales division of Aetna Life. 





Leslie, Alexander Plan Trip 

Artemas Leslie, the Pennsylvania com- 
missioner, and Ralph Alexander, deputy 
commissioner of that state, are planning 
to attend the annual Blue Cross-Blue 
Shield convention at San _ Francisco 
March 28-April 4. 
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Western Catholic Report 


Examination by the Illinois insurance 
department of Western Catholic Union 
of Quincy, IIl., shows at Dec. 31, 1950, 
the fraternal had assets of $4,750,844 and 
liabilities of $4,352,646 leaving $398,198 
in unassigned funds. It was shown that 
insurance in force had increased $634,398 
since the last examination. 

The department ordered that minutes 
of meetings be promptly transcribed for 
permanent use. It ordered that the 
book of accounts be promptly closed on 
Dec. 31 of each year. It ordered that 
prompt action be taken to devise ways 
and means to correct a condition where 
expenses exceed revenues of the ex- 
pense fund. The department ordered dis- 
continuance of the practice of charging 
the mortuary fund for advertising, which 
advertising is contracted for in a lease 
for space in the home office building. It 
was ordered that the mortuary fund be 
credited with gross rent and advertising 
expense charged to the expense fund. 


Examine Order of Vikings 


An examination by the insurance de- 
partment of the state of Illinois of Inde- 
pendent Order of Vikings of Chicago 
showed a_ solvent financial condition 
with unassigned funds of $368,000 af- 
fording additional protection. The sur- 
plus of the mortuary fund is $196,996. 
It was determined that claims were 
promptly and equitably adjusted. 

The insurance director ordered that 
the society discontinue accepting busi- 
ness from lodges located in states where 
it is not licensed. The management was 
ordered to maintain books in accordance 
with the Illinois insurance code. It was 
noted that the annual statement for the 
years 1948-50 did not reflect the true lia- 
bility for assessments paid in advance. 
This error was caused by using an esti- 
mation rather than a true computation 
of this item. 


Czech Society Celebrates 


The 100th anniversary of Czecho- 
slovak Society of America and the 90th 
anniversary of its oldest existing lodge 
was celebrated at St. Louis. The speaker 
was W. J. Muzik of Berwyn, III., na- 
tional president. 











Four Bills of Interest 


Several bills of interest to life insur- 
ance people have been introduced in 
Congress. 

HR 6816 would amend the social se- 
curity act to prescribe circumstances 
under which the federal-old age and 
survivors insurance system would be 
extended to state and local employes 
who are covered by retirement systems. 
HR 6820 would amend the social secu- 
rity act to provide that the $50 work 
clause would not apply in respect to 
work performed by individuals who 
have attained 70. ‘ 





LIFE INSURANCE FOR 
MEN-WOMEN-CHILDREN 


Rates and reserves on the 
C.S.0. Mortality Table and 
2%% interest assumption. 
Good territory open in Illinois, 
Michigan, Minnesota and Wis- 
consin, Write to J. A. Porter- 
field, Field Manager. 


EQUITABLE RESERVE ASSOCIATION 
NEENAH, WISCONSIN 











THE WOMAN'S BENEFIT ASSOCIATION 
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4 Legal Reserve Fraternal Benefit Society 


Agnes E. Koob Dorothy H. Needham 
Gupreme President Supreme Secretary 
Pert Huren, Michigan 











-HR 6806 would increase daily benefit 
rates under the railroad unemployment 
insurance act as would HR 6858. HR 
6880 would amend the social security act 
by increasing old age and survivors in- 
surance benefits so that the primary 
insurance amount of an individual who 
had attained age 22 after 1950, with not 
less than six covered quarters, would 
be 50% of the first $100 of the average 
monthly wage plus 15% of the next 
$200 of such wage, except that if his 
average monthly wage is less than $60, 
his primary insurance would be $30. If 
the primary insurance amount would be 
less than $30, it would be increased to 
$30. These amendments would be ap- 
plicable in the case of lump-sum death 
payments. 


Companies Give $780,000 
to Heart Disease Research 


Life insurance companies of the United 
States and Canada will give more than 
$780,000 this year for research in heart 
disease, according to the Life Insurance 
Medical Research Fund. 

Grants by 141 U. S. and Canadian 
companies to medical schools and indi- 
vidual scientists for heart disease re- 
search since the fund was organized in 
1945 now total $4,700,000. This year the 
companies will give 50 grants-in-aid to- 
taling $641,735 to medical schools and 
research centers, and 37 fellowships to- 
taling $142,100 to young doctors. Since 
its organization, the fund has supported 
185 research programs and 201 fellow- 
ships in 92 institutions throughout the 
U. S. and Canada. 

The fund has appointed Raymond R. 
Brown, president of Standard of Ore- 
gon, to the board, and Dr. Milton H. 
Clifford, associate medical director of 
New England Mutual Life, medical di- 
rector. 


Nebraska Director Calls 
Tax Hearing for April 8 


The Nebraska insurance director has 
called a hearing at Lincoln on April 8 
at which companies can show cause 
why he should not rescind or refuse to 
reissue the license of any company 
which fails to remit the state premium 
tax. Director Laughlin comments that 
many companies licensed in Nebraska 
have neglected or refused to remit the 
tax. He says that failure to remit this 
tax is based upon the assumption that 
considerations received for annuities are 
not taxable. He states that it is the 
opinion of the insurance department that 
such proceeds are taxable. The hearing 
is designed to air these differences. 











Aetna Offers Teacher Course 


Aetna Life will hold its second eight- 
week summer work program for teach- 
ers June 30-Aug. 22. The program, to 
promote greater teacher understanding 
of the vocational requirements of in- 
surance, will be open to three Hartford 
teachers and five from nearby school 
systems. Six local educators took the 
course when it was held for the first 
time last year. 

Teachers taking the program will 
work in each of four different depart- 
ments. They will also hear lectures by 
company personnel. 





Constitution Conservation 


Constitution Life of Los Angeles has 
appointed Maurice A. Verk manager o 
the service and conservation department. 
One of the first acts of this new de- 
partment was to extend by 15 days the 
period from the end of the grace period 
for acceptance of premiums without in- 
terest or a statement of insurability. 


Columbian Promotes Wulff 


Columbian National Life has_ pro- 
moted John F. Wulff, chief underwriter 
and secretary of the group department, 
to assistant secretary. Mr. Wulff joined 
the company in 1942 as an assistant in 
the service department. 





RECORDS 


Ordinary February sales for Massachu- 
setts Mutual Life totaled $28,252,000, a 
13.9% gain over February of last year 
and a company record for the month. 
The previous high was set in 1929. 

Ordinary business for the first two 
months for Northwestern National Life 
set a company record. Although January 
business was up only moderately over 
January of 1951, February figures 
showed a 12% gain over February of 
last year. 

New paid business of Guarantee Mu- 
tual Life for January and February is 
up 14.2% over last year, and » @& -e 
sales for the same period have increased 
28.2% over 1951. 

Paid ordinary business for the first 
two months for Bankers National Life 
was up 55% over January and February 
of 1951. The February gain of 72% over 
February of last year, a company record 
for the month, climaxed a_ production 
drive honoring President Ralph R. 
Lounsbury. . 

Mutual Trust Life's volume of paid life 
insurance for February was the highest 
for any February in the company's his- 
tory. 











Metropolitan Millionaires 
The following million dollar produc- 
ers of Metropolitan Life were honored 
by Charles G. Taylor, company presi- 
dent. at a home office luncheon: Irv- 
ing R. Aaronson, New York City; Pat- 


rick M. Mucci, Paterson, N. J.; Abra- 
ham Calisoff and Jack Isaacson, Chi- 
cago; Irving Corr, Scranton, Pa.; Jacob 
Goodman, Pittsburgh; Aaron B. Gold- 
stein, Boston; Nathan H. Safris, Orange, 
N. J., and Salvatore Scrudato, Irving- 
ton, N. J. 


Travelers Stock Split Plan 
Not Presented at Meeting 


_A plan to split the stock of Travelers 
did not materialize at the annual meet- 
ing when the shareholder who was to 
introduce the resolution failed to make 
an appearance. 

Francis W. Hill, Jr.. Washington, D. 
C., attorney, who previously announced 
that he was going to urge a 10-for-1 
stock split, said he was unable to at- 
tend the meeting. Mr. Hill says he is 
trustee of about $200,000 (market worth) 
of Travelers stock. 





Joins United American 


Willis E. Thayer has been named 
agency field supervisor for United Amer- 
ican Life of Denver. Mr. Thayer has 
been with Prudential at Denver since 
1936. He has been in the field and also 
in training activities. He is a graduate 
of University of Nebraska. 








tional coverage. 


Life and 














seems to us — is to ask him: 


“If a car should run you down and cripple you for life, 
how much would you sue for?” 


Certainly no serious-minded prospect could mull that 
over without being forced into an admission that would 
be all we would need to establish our case for addi- 
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knows that the job of 
selling adequate protec- 
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Farm Bureau Life has appointed Dean 
W. Jeffers to head the company’s new 
central operations office. He was for- 
merly diréctor of underwriting: 


American Bar Assn. has named 


Hubert S. Lipscomb, Jackson, Miss., to 
head its life insurance law committee. 
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compensation and security benefits.” 

The statement points out that the bill 
would permit a company to take pay- 
ments of general agents’ first-year over- 
riding commissions and training allow- 
ances for new agents out of expenses 
now limited by the statute. The limit 
on the commission payments, however, 
is set up by complicated changes in the 
statute which combine one type of limit 
with another type so that it is impos- 
sible to determine just what the result 
of that limit actually is. Such commis- 
sion payments would be subject to a 
separate limit and the training allow- 
ances would be subject to another sepa- 
rate limit. 

“There is nothing whatever in the 
nature of these particular items which 
call for their not being included in the 
basic categories of expense limited by 
the statute,” the statement says. “In the 
case of soliciting agents’ compensation 
there are sound reasons why it should 
be kept separate from other expenses 
subject. to the limit but the establish- 
ment of separate and distinct limits for 
various minor categories of expense can 
only result in increased expense and in- 
creased cost to policyholders both be- 
cause of the failure of the limits to be 
effective and because the multiplicity of 
limits will handicap efficient manage- 
ment in the companies. The changes in 
the statute and any changes which re- 
sult in companies’ compensation systems 
because of them would make more diffi- 
cult any eventual sound revision of the 
law, which would have to take account 
of currently existing conditions.” The 
statement also criticizes the bill as add- 
ing further complications to a law al- 
ready notorious for its complexity and 
calls the language unnecessarily involved 
and complicated, containing ambiguities 
and “it appears possible that the words 
used may at some point state something 
distinctly different from what is in- 
tended.” 

As for the bill’s failure to solve direct- 
ly any of the small companies’ problems, 
the statement points out that the ex- 
pense limits of the law would still be 
related too much to insurance in force 
rather than to new business, a situation 
which handicaps small companies whose 
business is growing faster than that of 
companies generally. The provision cov- 
ering general agents’ first-year overrid- 
ings would help a little but would make 
no real change in the serious difficulty 
which the law imposes on opening new 
general agencies in territories where a 
company has little business existing. 

Nothing would be done to solve the 
expense voucher problem which has been 
plaguing small companies, according to 
the statement. This problem arises from 
the need for distinguishing between com- 
pensation of a general agent which is 
subject to the limit on renewal commis- 
sions, and the reimbursement of ex- 
penses of general agents which is not 
subject to the limit. 

The extra small-company allowance 


‘would still grade off to zero at $500 mil- 
lion in force and thus would continue to 


provide an inadequate allowance for 
companies which have grown until they 
approach or exceed the $500 million 
limit. 





FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
ASSOCIATE 
E. P. Higgins 
THE BOURSE PHILADELPHIA 








VIRGINIA & GEORGIA 
BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 


Employee Benefit Plans 
RICHMOND _—_—s ATLANTA 





PENALTY PROVISION 





Discussing the penalty provision, which 
would permit the superintendent to im- 
pose a penalty up to $1,000 for willful 
violation of section 213, his decisions to 
be subject to judicial review, the state- 
ment says: “This sounds reasonable 
enough but under New York procedure 
it would mean that the court will review 
only the law of the case and will not 
review the facts as found by the super- 


_intendent as long as there is any evi- 


dence to support him: In such cases, the 
court should be able to review the facts 
as well as the law.” 


“Attacking the provision which would 


permit the superintendent to tell out-of- 
state as well as domestic companies how 
to do their accounting, the statement 
says: “This provision goes far beyond 
the needs of an expense limitation law. 
It is of general application. It would 
authorize the superintendent by regula- 
tion to prescribe methods of allocating 
and reporting all items of income and 
expenses of all insurers authorized in 
the state. No one would deny that the 
superintendent should have reasonable 
authority to enable him to see that the 
companies’ expense allocation methods 
are fair and reasonable. He should do 
that through his periodic examinations 
in such a way as to not put the business 
in a strait-jacket. He should not be 
given authority, however, so broad as 
to encourage him to invade the field of 
management nor to involve him with the 
regulatory authorities ot other states.” 

Until late last week, the companies 
were considering the possibility of 
amending the long-form Condon bill but 
at a meeting in New York City it was 
the consensus that no satisfactory 
amendment to the bill is possible and 
that immediate steps should be taken 


to obtain its defeat. Despite this deci- 
sion, Superintendent Bohlinger thought 
a meeting with the company representa- 
tives last Friday might be worth while, 
However the meeting concluded without 
any progress toward agreement having 
been made. 

Executive Secretary Spencer L. Me- 
Carty of the New York State Life 
Underwriters Assn. has sent out a bul- 
letin by President W. Merle Smith of 
Buffalo stating that the Condon bill 
(long-form) even though amended to 
put training allowances and_ general 
agents’ overriding outside the expense 
limit do not make the bill satisfactory 
to the association, but rather “substan- 
tiate our contention that this is a hastily 
drawn bill.” 

“How many other errors are in this 
last-minute, improvised measure which 
has not stood the scrutiny of a hearing 
is not known,” the statement adds. 

The bulletin urges all members to 
work for the defeat of the long-form 
Condon bill and to support the short- 
form relief measure provided it is amend- 
ed to expire in 1953 and is accompanied 
by a clear statement of intent on the 
part of the administration to work with 
the life insurance industry within the 
next 12 months on a satisfactory ex- 
pense limitation law for submission to 
the 1953 legislature. 
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The GROWING 
GUARDIAN 


New paid_business— 
1949 . . 2... . . $79,379,000 
1950 ...... ..$106,548,000 
1951 ....$116,026,000 


Insurance in force— 
( On December 31st ) 


1949 ........ . . $832,147,000 
1950 ..... . . $898,831,000 


1951 .. . .$971,290,000 


He 
GUARDIAN 
$e Lasunanee Company 

OF AMERICA 


NEW YORK 3,NW. Y¥. 
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A WELL-BALANCED COMPANY 





Policy Contracts Liberalized 


Recent Fidelity changes offer broader 
coverage, lower term and accidental death benefit 
rates, and $10.00 a month disability 
on all permanent plans. Redesigned policy forms 
contain a new provision defining classes of 
beneficiary, thus simplifying the preparation 
of designation forms. Added also is 
the new change-of-plan provision. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ° PENNSYLVANIA 











“the policy that 
can’t change 
its mind” 


will change your sales curve... 
UPWARDS! 





Security -Mutual Life's Non-Cancellable 
Health-and-Accident Policy will make more sales 
for you. 


here's why: 
e Renewable to age 65 
e Incontestable after two years 
e No reduction in benefits at any age 


e Claim payments do not reduce policy 
benefits 


House confinement never required; 31-day grace 
period; waiver of premium; no premium increase 
at any age; partial disability for both accident 
and sickness. 


and when you sell Security Mutual Non-Can . . . 


. .. you've got the hard-hitting support of Security Mutual's 
national advertising — selling Non-Can with a real emo- 
tional wallop in leading magazines: Fortune, The New 
-Yorker, The New York Times Sunday Magazine, Newsweek, U. S. 
News & World Report. 


. . . you'll have Security Mutual's new, dramatic, easy-to-grasp 
promotional material to use in making your sales. 


. with Security Mutual you've got an alert, agency-minded 





company working for you. 
BINGHAMTON. NEW YORK 


Aelling Security since 1886 


MUTUAL LIFE INSURANCE COMPANY 
Also: Life—Commercial A & H—Hospitalization—Group—and the “Security Accumulator” 


| NORMAN T. CARSON, Agency Vice-President 
| SECURITY MUTUAL LIFE INSURANCE COMPANY, 
MAIL | BINGHAMTON, NEW YORK 


THE COUPON 
I'd like to know more about “The Policy That Can’t Change Its Mind,” 
WOR. «'s | —and about what Security Mutual will do to help me sell it. 
AND SEE HOW | 


1 
AGENCY MINDED , NAME 


; I 
WE ARE } appress 








THE OHIO NATIONAL LIFE INSURANCE 


nd 


Annual Financial Statement 


FOR THE YEAR ENDED DECEMBER 31,1951 


Aen SIS 


CASH 


BONDS: 
U. S. Government 


State, County and Municipal 
Canadian Government and Provincial 
Public Utility 
Railroad 
Industrial 
TOTAL BONDS 
PREFERRED AND GUARANTEED STOCKS 
MORTGAGE LOANS: 
Guaranteed by U. S. Agencies 
Other First Mortgage Loans, City 
Other First Mortgage Loans, Farm 
TOTAL MORTGAGE LOANS 
POLICY LOANS AND LIENS 


REAL ESTATE: 
Home Office Properties 


Investment Real Estate 
Sold on Contract 
TOTAL REAL ESTATE 
DUE AND ACCRUED INTEREST 
DUE AND DEFERRED PREMIUMS, ETC. 


CAPITAL STOCK DEPOSITED WITH 
MUTUALIZATION TRUSTEES 


TOTAL ASSETS 


—— NN 












$ 1,512,830.34 1.3% 
$ 2,193,727.70 2.0% 
14,186,974.60 Wg 

14,228,815 84 128 
14,347,560.49 12.0 
18,715,001 .94 16.8 
2,759,119.56 2.3 
1,831,529.71 16 
21,309,687.95 17.9 
17, 582,846.06 15.8 
5,285,000.08 44 
1,150,954.16 1.0 
1,046,797 .37 2 

00 0 
58,935,140.05 49.4 
$3,509,147.71 48.0 
169,756.00 J 
$5,263.00 ty) 
15,724,961.76 13.2 
1$,598,771.38 140 
21,499,795.53 18.0 
18,921 604.25 17.0 
10,318,903.15 8.6 
11 039,032.26 99 
47,543,660.44 39.8 
45,559, 407.89 409 
6,639,657.71 5.6 
6,168,406.73 5.5 
1,128,263.09 » 
1,076,796.42 9 
544,504.74 4 
215,744.44 2 
68,717.20 a 
90,143.04 ’ 
1,741,485.03 1.4 
1 382,683.90 1.2 
676,949.04 6 
612,479.93 6 
1,915,274.51 1.6 
1,751 026.39 16 
215,510.00 2 
162,160.00 2 

$119,350,263.12 100.0% 
$111,394,303.25 100.0% 








New Business 
Total Insurance in Force 


Gain in Total Insurance 


1951 HIGHLIGHTS 


$ 77,150,176 
505,576,026 
44,870,932 





(g== Over 2 Billion Insurance 














LIABILITIES 


Figures in ftalics are as of December 31, 1950 


POLICY RESERVE REQUIRED 


s___ SSRRRCRERE ABI Cu UE eee ees eee tin emer $ 98,105,503.00 
$ 92,343,526.20 

POLICY FUNDS LEFT WITH 
aR RESUS EA aS BSS ores 9,130,859.00 


8,441 382.33 
POLICY CLAIMS AWAITING 





RETR SIRENS ERIE ere Acconci ater S Lane 354,044.79 
303,058.91 
PRESERVE POOR TID an. sian nn eaanceae ca cenenct nner nnvncsentonee 486,050.13 
398,919.79 
INTEREST PAID IN ADVANCE .... 128,696.51 
118,032.64 
DEPOSITS FOR PAYMENT OF 

FUTURE PREMIUMS ................ 1,968,966.29 
1,876,234.11 

DIVIDENDS TO POLICYOWNERS 
PAYABLE TO DECEMBER 31, 1952 ...............--..----.--2---+ 961,830.90 
799,626.97 
SECURITY VALUATION RESERVE .............-.-.-----------s 429,304.44 
.00 
OTHER LIABILITIES 22. eect 475,304.97 
1,095,931.19 
TOTAL LIABILITIES 0... eee ees Picsu secu sseereb re 113,040,560.03 


105,376,712.14 
EXCESS PROTECTION FOR POLICYOWNERS: 





OS ante Soe iy eater $ 828,580.00 
$ 828,580.00 
Soaps casa t acess eae eee 5,481,123.09 6,309,703.09 
5,189,011.11 6,017,591.11 
6s asieictsd.. feucydacuicestpragtaces tare tecteccshaveeeentae $119,350,263.12 
$111,394,303.25 
TEN YEAR COMPARISON 
Copital & New Insurance 
Yeor Assets. Surplus Business in Force 
1921 $ 3,146,441 $ 677,210 $10,222,949 $ 35,126,222 
1931 18,427,231 1,575,881 12,964,651 113,356,493 
1941 58,226,331 3,041,032 23,948,163 222,530,418 
1951 119,350,263 6,309,703 77,150,176 505,576,026 


in Force 


Home Officé: | 
2400 Reading Road, Cincinnati 


JOHN H. EVANS, President 











































